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CHAPTER I 
S'rAT~~./fEN'11 OF 'l'HE PROBLl~M 
~he purpose of this study was to evaluate the 
cooperative and non-cooperative retail training given in the 
senior year to the 1943-1949 graduates of Lowell Hi gh Sch ool, 
Lowell , .~assachusetts, and to make suggestions for the 
i mprovement in this phase of the business curriculum. 
Analysis of t he Problem 
The following sub-problems were f ormulated to carry out 
t he purpose of the study: 
1. •ro determi ne the most i mportant factors which had 
influenced t he graduates i n their selection of t h e 
study of retaili ng 
2. 'l' o determine t he graduates' interest i n retaili ng 
before, during, and a f ter t heir retail selling 
training 
3. •r o determine how -che graduates secured their part-t ime 
employment 1hile in sch ool 
4 . 'l'o determine t he kind, exte nt, a nd value of the 
graduates' part-time employment while in scb.ool 
5. 'l' o determine t he extent to which the graduates 
needed addit i onal vocational trai ning and the kinds 
of training received 
1 
6. 'l' o determine t he e ffeeti ve ness with which t he 
graduates made t he transition from high sch ool to 
full-time employment 
7. To determine the sources f rom 1hich t he graduates 
received i n~ormati on and ass is tance i n obtai ning 
full-time employment 
8. •ro determine the number a nd kinds of employment tests 
take n by t he graduates 
9 . To determine t he ki nds of occupations e ntered , du ties 
performed, and salaries earned by the graduates in 
their f irst f ull-time ,jobs 
10. 'l'O determine t he graduates ' evaluati on of t he course 
content and t he meth ods of instruc tion in re tail 
selling 
11. To determine the graduates ' evaluat i on of t he 
s ubjects t h ey stud ied in high sch ool 
12~ To determine what suggestl ons t he graduates coul d 
ma ke f or i mprovi ng instr uction in retail selling. 
Delimitation of t he Problem 
The problem was limited to a study of the 1943-1949 
graduates of Lowell Hi gh Sch ool who successfully completed 
retail selling training i n thei r se nior year. The students 
wh ose study of r etail selling was confined to the 
non-cooperative cours.e taken in the junior year were not 
included in t his study. 
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Definition of' •rerms 
The dif fe .rence between the terms 11 cooperat i ve retail 
training" a nd unon-cooperati ve retail traini ng" a s used i n 
t h is study was made clear by Ha.a.s1 when he explained t hat 
t he c ooperative part-time plan provided f'or t he stude nt's 
s pendi ng half-time .i n classroom instruct i on a nd t he 
rema inder of t he t ime i n work i n a n outside s tore, as 
oonstrasted to t he conventional cour s e i n wh ich i nstruct i on 
is conf i ned to t he classroom. 
~rhus, a cooper ative retai l graduate may be de f i ned as 
a graduate who success f ully partic i pated in the cooperative 
retail selling pros ram duri ng hi s senior year of h i ,h school~ 
As a n enrollee in t h is program, he a. t tended school half-t ime 
each day and worked in an a pproved store for t he rema inder 
of t h e day . A non- c oo pera t ive retai l graduate may be 
de f lned as a graduate wh o attended sch ool f ull-time duri ng 
his senior year of h i gh sch ool a nd succes s f ully compl e ted 
the s i ngl e course, retail merchandi s ing. 
Ot her s igni f icant terms requi r i ng c lari ficat i o~ are 
ada pted f'rom t he Di c tionary of Education as f ollows: 
1naas, Kenneth B., Distributive Education , The Gregg 
Pub lishl ng Company , New York, 1949 , p. 33 . 
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Cooperative Pl~n , No:r;1- Alternate; a plan f or the 
part-time ork of cooperative pupils that assigns 
only one pupil to each job and allows h i m to work 
on a re gular schedule of h ours for the wh ole 
peri od of the cooperative c ourse , 
Course: organized sub ject matter i.n which 
instruction is offe red vJi t h:i.n a g:lve n period of 
time, and f or wh ich credit toward graduat ion or 
certification is usually given. 
Curriculum: a systematic grou of cOUl''se s or 
s equence of subjects required for graduation or 
certi fic ation i n a major .fiel d of study, for 
example, social studies curriculum, physical 
education curriculum._ 
Distributive Education: a branch of education 
coP-cerned with pre pari ng persons to e nter the 
fie l d of sel ling a nd merchandising goods a nd 
services and with increas i ng t he effi ciency of 
those already so occupied . 
subjects designed 
i n , i mpart 
vocational knowl edge of , and set up roper 
i deals i n t hose pre pari ng for dis tributive 
oc cupations , for exam_le , sale smanship , reta :i. li n_, , 
advertising , marketing . 
Retail iuerchandis ing :. t he de.signatlon of a course 
offered i n s econdary school s , of ten loosely 
applied to a course i n salesmanship. 
Retai l Selling : a sub ject taught 1n sec ondary 
sch ools t hat deal s vii t h the principles of 
salesmanship i n reta i l stores . 
Teacher - Coordinator: a person empl oyed i n 
connection with vocati onal cour ses to adjust 
t he work of t he school to t he needs of busines s . 2 
2Dictionary of Educati on, Edited by Carter v. Good , 
Pre pare21 under t hE3Aus pl ces of l hi Delta Ka ppa, University 
of Ci nci nnati, l<IcGraw -Hill Book Company , Inc., 
1~ew York , 1945 . 
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Justificati on of the Problem 
At Lowell High School , through the f oresight of the 
school officials and vd. th the c ooperation o:f the School 
Committee , t he State Department of Pducatl on , the local 
merchants , and t he J,.jowell Chamber of Co! e r ce,. di stributive 
education was provided since September, 1942. 
During the seven s chool years ending June ~ 1949 , 113 
s enior students were enrolled in the c ooperative r etail 
selling program, and 590 students v1ere e nr oll ed in t he 
non-cooperative :r:etail merchandising course . Of t he s tudents 
who studied retaili ng on the non- cooperative basis, 111 were 
seniors a nd 479 were juniors. Dur ing the sch ool year 
1948-1949 , 17. 6 per cent of all busi ness student s were 
enrolled i n t he retail courses . 
The above statist ics were not completely represe ntative 
of s tudent interest i n retail selling , because they did not 
include t he number of unsuccessfu l a ;>plicants f or 
partic ipati on in t 1e coope r ative retail selling program, 
whi ch since 1946 avera ,:e 85 students per year. 
Lar ge enr ollments i n what seemed t o be adequate 
courses of' study in reta i l selling were not to be cons trued 
as evidence of e ffe ctive vocational traini ng , but such 
substantial student interest i n t h is field made more 
i mpelling t he need for evaluation of t his t r aining. 
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According to Enterline, 3 the folloV' •up work is an 
essential part of vocational traini ng : 
s chools that provide vocational business 
training and that place t heir trainees i n jobs 
are not completing t heir r es ponsibility if t hey 
do not fol l ow up to ascertai n whether the 
trt-linees m.ake progress a nd are well -adjusted on 
t he job . 
I n kee ping ~ith the same tre nd of thought, Haas4 
wrote; 
Mere personal en1.ihusiasm and belief in a 
type of training does not pr·ove that. it is · worth 
w ile or practical. :iei ther does t he f act that 
a t ype of - trai ning has ·been in use over a period 
of time nrove that it is effective. '1'he f .act 
t hat t he· curriculum includes t he traditional 
cooperative part -time course o:f training does 
not prove that it meets t he needs of stude nts , 
society, and merchants . A sound evaluation of 
any program is based upon f acts . 
Thus , predicated on t he principle that evaluation is a 
necessary step in a ny educational program if improvement and 
growth are desired, this study, considered long overdue , 
re pre sented a n effort to de termi ne the e f fectivene ss of a nd 
to provide f or t he improvement ln retail training of ·ered 
at Lowell Hi gh School. The evaluation Y1as made by conducting 
3Enterline, H. G. 1 "'l' rends o:C '1'hought in Business 
Educati on , rr ~~onograph 72, South- \les 'tern Publishing Company, 
Cincinnati, 1949 , p. 26. 
4naa.s, Z:enneth 13 ., "Cooperative Part -'I':!me Retail 
Training Pro~rams,'' Vocational t :ivision Bulletin 205, United 
States Bepartment of the I nterior, Offi ce of Education, 
1939, p. 1 5 . 
6 
a folloW•UP study of the 1943-1949 graduates who in t heir 
senior year were enrolled either in the cooperative r eta:ll 
selling program or i n t he reta :... l merchandistng course . 
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CHAPTER Il 
BACKGROUND OJ!' THE S'J~UDY 
'rhe City of Lowell 
Lowell, Massachusetts, locat ed 26 miles north of Boston, 
at the confluence of t he Merrimack and Concord rivers, was 
incorporated a town in 1826, and in 1836 became t he third 
city incorporated i n Massachusetts . 
Named after Prancis Cabot Lowell, one of the early 
American ~-ndustrialists interested i n establishing the textile 
industry on this site, Lowell became t he fi rst planned 
manuf acturing town in the nation. Its natural advantages, 
especially the availability of tremendous water power, not 
only i nfluenced its founding , but also contr ibuted material l y 
to its development i nto one of the largest cot ton and \voolen 
centers of the Jorld . 
Throughout the years , the basic economic st:rength of t he 
"Spindle City, tt as Low,ell was called, depended on the 
production of textiles, but by 1949 approximatel y 40 per ce nt 
of the city's industry was represented b y the manufacture of 
hundreds of other products, t he most i mportant of which ere 
sh oes, wearing a pparel, printing , paper, and food . 1 
1 11 Greater-Lowe11 Industxoies ·· Hum After Dealing Fi ecession 
Major Defeat, " Lowell Sundax Sun, November 20, 1949 , p . 31. 
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EST A13LISlW.tt:NTS AND SALES OUTLETS 
FROM 1940 .EPOHT OI" CENSUS OF DI S'l'RI BUTION, 
sALJJ:s ADJUS'rED J?OR YEAR 1947 , 
E:NTIRE IL4.RKE:T AREA OF LOWJ~LL I i!fA8SACHUSET'1'S 
Outlets 
Foods 
-l<-Groeery and Combin• 
ation 
Ge neral Merchandise 
~~enera1 with Food 
Apparel 
Furniture, Housefur-
nishings, Radio 
A"!Atomotive 
Filling Stations 
Lumber, Building , 
Hardware 
-:.·Hardware Stores 
Eating and Drinking 
Places 
·!"Restaurants and Other 
Eating Places 
Drug Stores 
~<-Feeds, Farm and 
Garden Suppl y 
Other Outlets 
-l~Included in Tota1.s of 
Other !ajor Classifica-
t i ons 
Number o-r Sales in 
Establishments ~1 , 000 
946 54 , 138 
627 41,965 
81 12 , 638 
13 · 444 
169 11 , 416 
55 5 , 845 
54 B:s264 
259 5 , 432 
57 5;057 
2 9 1,348 
431 18 , 973 
212 11,898 
72 3 , 835 
21 5 ,480 
424 30 , 125 
Although t he industrial gro1th of t h is city of 
101 , 389 population {u. 3 . Census of 1940 ) had a dire ct 
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bearing on its prosperity, for the pu.rposes of t his study 
a more detailed analysis of its retail trade seemed more 
pertinent. 
According to Standard !v1arket Survezs, 2 the entire 
market area of Lowell in 194'7 was served by .2,400 retai l 
establishments whose annual retail sales amounted to 
~153 ,599 ,000, The annual payroll for the 6 ,25'7 employees 
totaled :?6 ,12'7 ,ooo. Further r evealing inf'ormation 
contained in this report is shown in Table I . 
Thus, Lowell's retail trade, as well as its industrial 
production, :vas an important element in its economic 
stability, 
The .Hi gh School and Curricula 
Lowell High School 1 established in 1840, and located 
ln the eenter of t he city, was described in the Lowell City 
Directorx as follows: 
A modern building, splendidly equipped, 
giving tra:tning f or further study in college, 
normal , and scientific schools. It has a very 
extensive commercial course and an eq~ally 
important ·househ old arts course. A very 
beautiful audi torium, v;i 1;h a seating ee.pac i ty 
o~ 2 ~000; two gymnasiums, one f or boys and one 
f or girls , sup· lemented by a large outdoor 
athletic .field owned by t he school alumni, 
2rt A Market Analysis of the Lowell 'I' r ading Area, n 
Standard -I;;Iarket Surveys, Prepared for The Lowe 11 Sun, 
F'ebruar y 1, 1949 , pp . , 8 , 30. 
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permits dramatic and physical development . The 
sch ool promotes a very success · ul athletic 
program a nd has a prAze-winning band of 
seventy-five pieces. 
Specifically, the high school's ~ Ef Studies4 
includes the following in its four-year curricula offerings: 
general, manual training , h ome economics, state teachers 
college, scientific or textile, college preparatory, college 
preparatory bus i .ness 1 and business ~ 
From miscellane ous school records, including the 
official biennial state reports, t he relative i mportance of 
t he business department was determined . On the basis o:f 
average fi gures for the years covered by the study, the 
total am1ual sch ool enrollment was 2,513, of which 1,057, or 
42 per cent, were business students; of t he 120 teachers, 
25, or approximate l y 21 per cent , were teachers of 
business subjects. 
The business curriculum included broad, informational, 
and non-vocational courses in the nint h and tenth grades, 
with t he exception that typewriting I and accounting I 
were offered as try-out courses on a one-semester basis in 
t he te nth grade. All students enrolled in t hi .s curri culum 
followed the same program , other than with respect to 
3Lowell City Director~ , Published by R. L. Polk and 
Company, Boston, 1946, P•• 
4Appendix A. 
11 
elective sub ject s. Di f fere ntiat ion was provided be g1nnine 
with t he elevent b --grade, when t he curr:lcu l um was divide d. 
i nto ste nography , accounting , and retailing. 
Retail Courses 
On t he eleventh- grade level, all business stude nt s 
~ere required to study English, Uni ted States history , and 
physical educati on. For students enrolled i n the retail 
division of the business curr_culum, the sub ject of retai l 
merchandi s ing also was i nc l uded as a re~1irement . The 
objec tive of t his course was to present t he fund ament a l 
pri ncipl es a nd practices that shoul d be understood by all 
who planned to enter retai ling as a vocation. The sub ject 
ma t ter dealt with setti ng up the store , selling , pri nci:c;:>les 
of display , advertising , buying , retail control, and 
opportunities and requirements i n reta: l ing. Wi t h out 
prerequis i te a , seniors as well as juniors were pe r mit ted 
to choose t his s ub ject. 
On the twelfth-grade level, the federally reimbursable 
program in cooperative retail selling was available to 
senior boys and girls in good health, 16 years of age or 
older . '!'he program was conducted under the supervision of 
the Director of Vocational Education a nd with the 
c oope r ation of the Headmaster of the high school. No 
s pecifi c prerequisites were established to qualify f or 
12 
admission to this course; however, such factors as 
attendance, general sch olarship, personality , appearance . 
and interest were used as a means of rating prospective 
students. 
Because the school had no formal guidance program, 
the teacher•coordinator had to assume much of the 
responsibility f or guidance in the cooperative retail 
selling program. Individual conferences with students; the 
use of school assemblies for group guidance; the 
distribution of descriptive l eaflets;5 the yearly 
presentation to all classes of the school of a teen-age 
fashion show, with the retail students actine as models --all 
were resorted to regularly. Valuable assistance was 
received from the Dean of Girls and from other faculty 
members , particularl y homeroom teachers . The cooperating 
businessmen interviewed pros pective students toward the 
end of t heir junior year; and on the basis of the rating 
of students on the factors previously mentioned, decided 
which students were acceptabl y employable . Thus, alth ough 
the final admission of the student rested with the 
teacher-coordinator, she could admit only those s tude nts who 
met the merchants' standards. 
Students enrolled in t his program attended class 
5 Appendix B • 
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t hree hours dai l y 1 from eight to eleven in the morning , 
a nd 'iOrked i n approved , c oope rating , retail outlets in the 
a f't ernoon. 'rhe regulation t hat all s tudents m· st work at 
least 15 hours a week a nd a minimum of' 600 hours dur ing 
t he school year was strictly observed. 
The teacher-coordinator ·was responsible f or all 
instruction wi th t he exception of that given in physical 
education, English, a nd art, which was given by other 
faculty me mbers. She ·t aught t he fol low:i.ng sub jects: 
salesmanship, personal development, store arithmetic, 
advertising a ud display, economics of retaili ng , textiles, 
and non- text i les. All classroom i nstr uction was give n in 
a specially equipped , attractively decora ted room.6 
To provide t h e students a n opportuni t y for soci al 
expression, a club was organized; and parties were he l d on 
occasions t hroughout t h e sch ool term. 
6Appendix c. 
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CHAPTER III 
R:ft:VIEW OF RELA1fED LI'l'ERATURE AND RESEARCH 
1-leed f0r Distributive Education 
On the national level, leaders in business e ducation 
and government recognize the importance of distributive 
education i n secondary schools a .s an effect! ve means of 
preparing better trained personne l in the eve,r ... broadening 
field of retailing . 
Haas1 , in summarizing the results of numerous surveys, 
analyses, a nd researches., points out that nearly 9 ,000 ,000 
persons, or one out of every eight persons gainfully employed , 
work i n distributive occupations. I n excess of 130,000 
workers between the a ges of 1 8 a nd 19 and 150 ,ooo bet\veen the 
ages of 20 and 24 join with t housands o.f older persons to 
enter e mployment in distributive work each ye.ar. 
Unfortunately, practically none o f' these many workers has had 
any previous training f or his job . 
Haas concludes that, in view of these f acts and a f ter 
considering the plight of t he retail stores whose labor 
turnover is about 20 per cent and whose operating costs now 
average from 24 to 36 per cent o.f net sales, the need for a 
1Haas, Kenneth B., Distributive Education, 'l'he Gregg 
Pub lishing Company, New York , 1949, pp .. 5-6 .. 
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comprehensive nation-wide distributive educational program 
is great . 
Similar conclusions wer$ drawn by Enterline2 who 
wrote as follows: 
Local and national surveys show that the 
percentage of business workers employed in the 
distributive occupations is large, and t hat 
opportunities in this field appear to be increasing. 
It is, therefore, essential that the business 
curriculum of the secondary school be adjusted to 
train more workers .for this field .• 
The business curriculum of the secondary school 
must be expanded and broadened by placing increased 
emphasis upon the most important of all business 
occupations•-the distributive occupations. 
Greater opportun1 ties should be aff.orded 
boys and girls, who have the desire, to secure 
training for the distributive occupations, A 
better program of vocational guidance is needed 
to direct more students into this type of work. 
Congress; through the passage of' the Geor ge -Dean Act of 
1936, and the George - Barden Act of 1946, appropriated funds to 
stimulate and promote vocational training for persons employed 
in the distributive occupations. A recent government bulletin 
reported as follows with respect; to the 1948 operation of 
part-time cooperative retail training classes whi ch were 
federally aided: 
The increase .in enrollment i n cooperative 
part-time classes , 7,636 or 46.5 per cent, was the 
largest in t he entire history of the federally 
2Ente~line, H. G., "•rrends Of 1fhought In Business 
Education, .. Monograph 7!, South-Western Publishing Company:, 
Cincinnati , 1949 , p. 19. 
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aided distributive program,. '.f'h is substantial 
increase indicates that businessme n are evidencing 
a greater desire to employ young people of 
secondar y sch.ool a ge a nd to assist i n tra i ning 
t hem f or store positions. This increase in 
enrollment i n cooperative part•time classes a lso 
indlcat:e s that a greater number of young people 
desire t o make retailing a career and are 
interes t ed in se cur ing training for such a career.3 
Kinds of Secondary-Sch ool 'l'raining in Retailing 
Alth ough agreement as to t he need f or distributive 
education on the h i gh -school level i s widespread , some 
disagreement exists as to the relative merits of the meth ods 
of gi ving this training. 
Some authorit i es a ttach lit t le or no value to the s ingle 
course in salesmanship , while others accord it some value . 
Some have little re gard for the ordi nary work-experi enc e 
program; others attri L:mte more value to it . The vast 
majority of e ducators, h owever, feel that t he cooperative, 
part ... time training program is t he most e f fective meth od of 
training for retailing. 
Haaa 4 , a noted advoca te of the cooperative, part-t ime 
traini ng program, f eels that under ordinary condi tions 
3nigest of Annual Reports of State Board f or Vocational 
11:ducat1on to tfie Of:t'!ce of Educa:C'i on . D!v!s!on 'Or-Vocat!onal 
F;ducation, Fiscal year enairig June 30' 1:948, Feaeral 
security Agency, Washington D. c., 1949, p. 13. 
4 . Haas, op. cit., PP• 33, 35. 
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salesmanship by classroom ins-cruction alone does not pre ,_ are 
a student for successful selling , but merely .furnlshes him 
with general business information and personallty t raining . 
Sharing the same viewpoint, l\:1orsey5 wrote: 
The organization and content of t he 
traditional courses in salesmanship will obviously 
not enable a teacher to realize what should be the 
ch ief objective of a course in salesmanshlp--
vocational training . Defending a salesmanship 
course with numerous other ob jectives is on the 
same plane with the Latin teacher 's defense of 
Latin because :t t helps students . learn English , 
develops their minds, etc. Limiting a course in 
salesmanship to a d iscussion of textbook materials 
and make-believe can be likened to making 
football players by showi ng them movies of great 
pl ayers, discussing the ga me i n the class room 
etc .. without ever giving them a chance t o play •. 
Sal tzman6 believes that salesmanshi p train1ng s h ould be 
vocat i onal in nature, b ut by no mea ns does he discredit 
t h e single course in salesmanshi p. In fact, in his 
presentation of a. 100 per cent rating scale for estimating 
t he exte nt of vocat i onal training in a course in 
salesmanship , he assi gned the value of 40 :per cent to 
comple te mastery of a basic text; 10 per cent f or the use 
of supplement ary texts f or re f erence readi ngs and re ports; 
5 per cent tor the use of supplementary magazines f or 
5 tt1:orsey Hoyal J., 11 Salesmanship•-C: ooperative Vs. 
'l' raditional,tr The Journal .2! Busines .s Edu cati on, ~ ~Jay, 1945, 
P• 20. 
6s altzma.n , Lloyd R., "How Vocational Is Your Sales 
Course," Business· ltducation World, September, 1947 , P• 9. 
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re fere nces and reports; 5 per cent for the use of films and 
other visual aids ; 5 per cent for t he stude nts' sales 
presentations; 5 per cent for a school selling project 
undertaken by the class; 1 0 per cent f or lectures on assigned 
topics given by bussine ssmen; 10 per cent for s tudents' 
working out-of-school hours and re porting their experiences; 
and finally 10 per cent f or all students' participating i n 
cooperative training. These perce ntage ppints were based on 
maximum standards within each classification. 
7 Tonne expressed hi s views on work ex1 erience and 
cooperative training programs as follows: 
Business teachers have long been familiar 
with one of t he more satis f actory f orms of v1ork 
experience--the cooperat ive trai ning program. 
This program has b ee n de~f~ied by some leaders to 
t he extent that t hey feel t ha t n o good job 
traini ng can be g iven unless such training is 
given on t he co-operative basis. Experience 
does not validate this poi nt of view . •lany 
co·-oper ative programs have been ob served i n 
which the r esults have bee n quite shoddy. Ma ny 
co-operative programs are .being carried on i n 
all parts of the country wlth excellent results 
in job training. 
( ••• ) It is unfortunate t hat many of those 
interested in co-operative training fai l to see 
the value of other forms of work experience. 
'rhe y assume t he position t ha t on ly f ormally 
orga nized co - operative t raining can be 
classified a s adequate work exper ience . 
7Tonne, Herbert A. , nwork Experience and Co-operative 
Training .Programs, n The Journal Of Business Education, 
October 1 1946 1 p. 7. 
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A mor e severe critic of cooperative business education, 
Hanna8 commented: 
Probably no other phase of bus iness educat i on 
has received, in the last few years, as much 
ballyhoo with as little concrete results as has 
· the so•called trend t oward cooperative business 
educati on. :F'or the moat part these cooperative 
programs t hat have been establ i shed on the 
secondary-school level are l ittle more than 
work-experience programs. They resemble true 
cooperative education on paper only but not in 
practice . With rare exceptions, these programs 
have been merely a convenient source of 
part-time help for e mployers who neither 
understand or are fundamentally interes ted i n 
training youth. 
While there may be some values in just plain 
work-experience , these values can and are being 
overestimated. The advantages mus t be measured 
in terms of the price the student pays f or his 
work experience. That price is acceptance of a 
restricted education progr am in school, limited 
participation in extra-curricular ac t ivities, and 
a decrease i n leisure and recreational experience. 
It all sums up to nothing short of a 
much-overpublicized program f or the exploitation 
of student time. · 
Cooperative retail training , although not favored by 
some authorities, is highl y regarded by most educators. A 
recent article9 indicates that the follo 1ng l eaders, among 
others, have espoused the cause of cooperative retail 
training : R. J . Rouse, H. A. Andr uss, H. R. Douglass, 
H. I . Claim, and s. J. Turille. 
8Tonne 1 Herbert A., Principles of Business Education. Gregg Publishing Company, !947 1 p. 4~. 
9
"What Others Have Said," Editorial, Business Education 
World., October, 194'7, p. 95. 
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10 Ernest typified t he sentiment in f avor of cooperative 
reta i l training whe n he wrote: 
Distributive' e ducat i on, through the 
cooperative retailing course, has pointed out 
t he way in which to gear vocational training to 
t he needs of the communi t y . This type of training , 
which provides for half-time instruction in the 
classroom and half ... t iiae employment in a local 
store, is the mos t effecti ve ty _e of trai ni ng , 
under proper conditions. The student has the 
benefit of a natural meth od of choosi ng an 
occupation. His contact with business people 
a nd store cus t omers sharpens hi s thinking and 
teaches him to adjust to various kinds of 
people and changing conditions. The importance 
of health , personal cleanliness , dress, and 
social ·behavior are learned i n a more realistic 
manner . The student can easi ly see the relation 
of h is instruction to life situations as he 
a lies t he theory which he ha s learned concerning 
sales techniques, store math emati cs, and 
personality de velopme nt to practical experience 
on t h e job .. 
Evaluation of Secondary ... School Di stributive Education 
Beaumont11 quotes Pope as s.aying that progress it1 
distributive e ducati on on the high -sch ool level can be 
realized provided that, (a) the sch ool principal believes in a 
l~rneat 1 J ohn W. 1 nThe High School · Merchandising 
Program--The Business Community's Big Need,u National Business 
Education QuarterlY, October, 1946, p. 38. 
11Bea'.lmOnt, John A., " How Does the Princi pal Evaluate 
t he Effectiveness of t h e '11eaching of Distributive Education," 
The Bulletin of the National Association of Secondary-School 
Principals, v"'O. 33 1 November, l949. 
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curriculum prope r l y balanced bet~een general and vocat i onal 
education and ea r•nestly advocates a sound progr am i n 
distri but i ve education that., (b } such a progr am :ts nee ded and 
would continue t o be needed i n the community that, ( 0} the 
enrollment in the classes is based on ef fective guidance 
that, (d } t he program is ge nuine l y supported by all persons 
connected with it . 
Unquestionably, t he above.-raent ioned determinants of a 
successful distri bu 'l; l "Ie educati on progr am warrant careful 
consideration in t he complete evaluation of t he program, but 
for ob jective measurement no s ingl e f actor can be more 
reveali ng than a study of the graduates . 
12 Beckley believes that in evaluating distributive 
education programs, e ducators of ten overlook a highly valuable 
source of criticism and comment --the graduates. Because of' 
t heir dis t ributive education training and work experience, 
t hese f ormer students are v1ell quali f ied to sur, ~?;est 
whate ver improveme nts ma y be necessary. 
Beckley continues to state t hat although an objective 
approach to the question of ho~ one's schooling and i nitial 
business experie nce could be i mproved is not always easy to 
obtai n , it is well worth attempting. 
12 Beckley, Donald K., "Cooperative Retail Training in 
Retrospect , " !!!! Business Education World, April, 1946 _ 
p. 422. 
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13 . . · Runge described the me t hod used to evaluate the 
part•time retail selling program at Al burquerque Hi gh School, 
.Alburquerque, New iAexico 1 and prese nted the results of such 
evaluati on for a five-year period. 
Since t he inauguration of distributive education in t he 
Alburquerque Hi gh Sch ool in t he fall of 1940, the student s of 
the cooperative part-time retail selling program had to fill 
in a comprehensive questionnaire after t he completi on of 
their senior-year training. The three ... page questionnaire 
was divided into t hree sections with questions on guidance, 
class work and course content, and work experience. 
F'rom t he standpoint of guidance, the students felt that 
t he factors to be considered in admitting students to t he 
progr am should be interest i n retailing , desire f or sales 
training , need of job and work expe r:l e nce, . need of work 
credits; 106 students believed that past attendance recorda 
should be considered, 34 students disagreed; 72 students 
favored the consl.deration of pas t grades, 68 did not; t he 
most frequently chec ked as necessary personality factors were 
appearance, sociability, accuracy , de pe ndabi l i t y , and voice; 
the benefits derived front taking the course were, in order 
of frequency of checking : development of self-confidence 6 
13Runge, Wi lliam H., "Evaluating a Cooperative Part-Time 
Retail Selling Program,'' Balance Sheet, October, 1946, 
PP• 52•55. 
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development of personality, increased knowledge of 
merchandise, improvement as sales clerk, improvement in 
social relations, and a good job for the future. 
Answers to questions pertaining to class work and course 
content revealed t hat i n order .of preference the best liked 
class subjects were: personality development, study of 
merchandise, merchandise manuals . t vocational guidance tests, 
textiles, advertising; a pplicat i on f or jobs, and 
self-analysis; t he best liked methods of teachin ., were 
discussion., demonstration, oral report, and notebook. 
In regard to work experience, 94 per cent of the students 
felt that t heir work experience had been valuable; 90 per cent 
were of t he opinion that training opportunities could be 
improved; 82 per cent believed that t he school should set up 
training stations and help the students f i nd jobs; 13 per 
cent t hought that some training should be given to stude nts 
before placing them in traini ne; stations. Very few students 
offered s uggestions for i mprovement in working condi tions; 
t he most frequently mentioned one was for better 
employer ... employee relationships. A definite lack of agreement 
exis ted wi t h respect t o the number of h ours a student should 
work while going to school. Twenty ... nine per cent of the 
students f avored the 25-30 hour work week ; 28 per cent, the 
18•20 hour work week; 20 per cent, t he 20-25 h our eek; and 
14 per cent, the 15•18 h our work week. Five per cent of the 
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students preferred only Saturday work, and 4 per cent of the 
students felt that t he work Yleek de pended on the student 
a nd the job. 
Research Studies 
In recent years, valuable research with reference to 
secondary-school dist.ributive education, pai•ticularly that 
given on the cooperative basis, was conducted i n the 
New England area. 11ot only because of their geographical 
setting but also because of their relevancy, t he se studies 
were thought to be especially va.lua·ole in furnishing 
.. 
background material fer this thesis . 
In 1944, Shapiro14 conducted a study to show t he need for 
cooperative retail selling and to i nvestigate the part-time 
retail-selling programs in the secondary schools in 
Massachusetts, with a view of indicating some of the reaknesses 
i n both the academic and bus:tness phases of the programs. 
The sources from which data were gathered consis t ed of: 
literature--textbooks, articles, pamphlets, bulletins, and 
monographs; a survey of the twelve cooperative•selling 
programs in ! assachusetts; conferences and discussions with 
admi nistrators, teachers, businessmen, and students engaged 
14shap1ro, Harol~ E., Part-Time · c ooperative Retail· 
Sf;)lligff Programs .!.E ~ Secondarz Schools !E ,!assachusetts, 
Master s Thesis, Boston University, 1944. 
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intra ning ac tivities ; and observation of classroom 
activi'ty . 
'l'he most important findings of the study ere as f ollows: 
1. In selecting a nd asse mbling the teaching material s ~ 
consider•ation sh ould be given to t h e needs of the 
e nrollees ., t he speci f ic requirements of the 
coo erating stores , t he requ:t r eme nta of t he sc .ool and 
the State Department of Educati on ~ and the materials 
used in successful programs elsewhere. 
2 . Preparatory courses preceding the cooperative 
retail-selling programs are unne cessary , but t he 
deficiencies in t he f undamental proces ses ·or 
arithmetic and English sh ould be overcome . 
3 . A moderate amount of h omework--about 15 to 30 m nutes 
daily, which may be supervised study in school--is a 
necessary phase of cooperative retail training. 
4. In the selection of a cooperating s t ore , the 
determinants, in the order of their importance, were: 
prospects f or permanent e mployment after training , 
full cooperation from t he store, working conditions 
in the store, store ethics, store's reputati on , and 
proximity of store . 
5 . The outstanding pup1.l defic iencies as reported by the 
respondents in ranked order were: low average 
1ntell1 7ence, weal! command of the fundame ntal 
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processes, lack o init;iati ve, and ersona.li ty 
ailings . 
6 . Little attent:ton has been Biven to tec.tting proced1.1res 
in c ooperative retail training . 
7 . l1 1e State De artment of '•'duca.t:i.on 's standardt' and 
requirements seern to be well sui ted to t h e ob · e c ·t ves 
of the programs ; t hey provide a guiding i nfluence 
rather t han ri gid control. 
8 . r.rhe nea rer t h e methods and materials of t h e pro ,rams 
come to the true vocational situation the Greater 
is t he va lue derived from ·the train1.ne; . 
9 . With r espect to the aspects of the programs that 
needed i mprovement , t;he schools ranked in order : 
guidance; merchant cooperation; course content , 
materials , and methods ; and coordina"tlon of sc ool 
wl t h store work. 
10 . '!'he immaturity of the students constituted t' e most 
ser _ous problem of t he programs . 
Tn 1949 , a study similar to the a :)ove but much broader 
in sc ope v-as made by ~,1auriollo. 15 'l'he purpose of t h is t' esis 
was to deter nine curre_ t prac t ices, trend s, a nd problems 
found in t h o coope rative trainin;=': pro p:r ams :ln retail 
selling in the publ1.c sch ools of New Enc;la.nd . 
15§auriello, Dorothy !.1. . , A Study o f the Coo per at ive 
1'_rainin~ Prop.;~ams ..!..!:! fietai l bell inp; i nthe Hi gh Schools of' 
l, ew ;•. ng and, N:aster ' s 'l'hesis , BostonUniversity , 1949 . 
,, 
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Sub-problems formulated to carry out the purpose of the 
study dealt with the determination of the extent and 
importance of the training , the practices followed in 
considering students for participation, the method.s used in 
presenting t he subject matter, the practices followed in 
regard to t he t y pes of curricula, t he problems that arise, t he 
pres.ent trends and their implications for improvement of the 
programs, especially the aspects of the cooperative t raining 
programs which teacher ... coordinators felt should be i mproved. 
The problem was delimi ted by including in the study only 
cooperat ive retail selling pro&;r ams which were subsidized 
by Federal aid and operate d in the New England area. 
A che ck list addressed to the teacher -coordinators of t he 
cooperative retail training programs in t he public high 
sch ools of New England was the principal means of 
gathering data. 
~auriello f ound that: 
1. At least 25 cooperative retail training programs were 
in operation in Ne 1 England h i gh schools located in 
cities and towns over 5 ,000 in population. 
2. The number of girl s who participated in the training 
far exceeded the number of boys. 
3. The size of the classes ranged from 12 to 40 students, 
although t he majority of the teachers preferred fere r 
than 25 students in orde.r to ~~uard a gainst 
coordination difficulties. 
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4 . Ei ghteen, or '"/2 per cent, of the schools of ered 
t hi s trai~ing pro~ram on a year's basis , usually on 
the t welfth- grade level . 
5 . 'J.Ihe non- alternating plan o program. was used 
exclusively in 24 hi6h schools . 
6 . Although 15 h ours of classwork per week was t )e most 
frequently reported, t he weekly class hours varfed 
from 18 to 29 . 
7 . De pending on the requi rements of the i ndividual 
stores, the h ours s9ent at wor k varied from 25 to 38 
hours , with from 30 to 36 h ours per week t he most 
frequently re ported . 
s . 'l'he hours at work a..nd at school r anged from 35 to 57 
hours per week. 
9 . The r easons for limiting t he number of students 
were, in order of i mportance: high sch ool standards, 
1 
number of positions available , h i gh standar ds of 
cooperating merchants, and limited sch ool 
f acilities . 
10. 'l'he most frequently ment · oned factors for 
determining eligibility of students for participating 
in t he programs were , in order: attendance r ecords , 
heal t h records, t h e chronological a r;es of students , 
consideration by the s upervi sor , student s' 
requests, and scnool averages . 
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11. Eleven schools had a. preparatory curri culum, and 
10 out of 13 teacher-coordinators in sch ools without 
t he pre paratory curri culum expressed a need for one. 
12. The most f requently mentioned subjects included in 
pre paratory curricula were: general salesmanshi p , 
business arithmetic , economic geography, and junior 
business training . 
13. In largest number, the programs included the 
following subjects i n their curricula: salesmanship 
and retail selling , advertising al'l.d display , 
bus iness and store arithmetic, personal development, 
textiles 1 and English. 
14. The methods used to present the sub ject matter 
included, in order of' importa.nce; discussion of 
students' work probl ems, student sales 
demons trations, class discussion based on textbook 
ass ignments, and notebook project assignments, A 
trend toward the use o:f movies and slide films 
was indicated, 
15. A variety of textbooks, rather than one, was used . 
16 , Only 10, or 40 per cent, of the 25 respondents 
i ndicated t he availability of demonstration 
laboratories . 
17. Every teacher evaluated t he students' store work by 
personal observation, and 21 teachers used employer 
rating sheets. 
"' 
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18. Other me thods of evaluation us ed were t eacher rati ng 
sheets a nd teacher c onferences with students . 
19. The outstanding s tudent deficiencies , in order, ~ere: 
lack of initiative, lack of a command o Ens lish , 
l a ck of a c ommand of i:>asic ari~hmetic, and 
unwilli ng ness to a ccept r e s ponsibility . 
20 . In the selectlon ·of a Gooperating store, 23 teact! ers 
considered t he possibility of obtainin~ full 
cooperation f rom the store , and other 
considerations , in order , were: v ork1ng cond. t .:.. ons 
in t he store ; pros pects f or per ma nent employment 
a f ter tra.i ning , and. stor e ethics . 
21. The probl ems e ncountered , :t n order of f requency , 
were : unfavorable influence of other workers in t he 
stor e on t he student trainees, immaturity of 
students , l imited store pos i tions a vai lable, lack 
of teachi ng material s and methods, and l:l mited 
experience for t he student s on t he job• 
22 . The .factors i nf l ue ncing the selecti on of' teach ing 
materials v1ere, in order of importance: new s or e 
me"thods a nd materia l s , t he . s'tandards and 
requireme nt s of the State· Depart ments of ··'ducation, 
s pecific r equirements of t he cooperatinG stores , 
periodic survey a 1d ana l y sis of local co:nd:' t on.s , 
a nd speci f i c requireme nts of t he schools . 
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23. In only one school were the materials fully 
adequate, and other schools indicated t he need for 
central film libraries, more actual st ore materials, 
and better organization of exi s t i ng materials . 
24. '!'he as pee ts of t he programs which needed i mprovement 
were, in order of importance : materials, method s 
used t n considering students for participation, 
more cooperation and reciprocal >' Ork f rom merchants, 
supervis ion and control, and planning for 
future needs . 
Whereas Shapiro and Maurie l lo confined t he i r work 
primarily to t he anal ysis of existing cooperative retai l 
selling programs, Hutchinson16 in 1947, attempted to i nd icate 
for curriculum-planning purposes the most effective meth od of 
. high-school retai l training . 
Specifically, Hutchinson 's thesis dealt with t he initial 
step i n t he establishment of a retail selli ng program at 
Quincy Hi gh School, Quincy, Massachusetts, and was limited 
to an investigat i on of the training nee·ds evident in those 
seeking f irst employment i n t he retail store fie ld, 
The personal-contact method of distributing and 
collecting a check list was used in a j ob analysis of the 
16nutchinson, William T ~, .:!1!:! Inves tigation of Training 
Needs of .. ros pec t ive Employees in Re t ail- Seil1!¥£in- the 
c!Iy oTQuinc~, rtrassacE.usetts. master's Thesi s , Bost 'O'il 
un versity, 1 47~ 
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training needs. Employers and employees of 100 retail 
es tabl ishment s in Quincy completed the check list , which 
included items dealing with 61 selling duties, divided into 
23 clerical, 19 selling technique, and 19 handling cus t omers. 
Hutchinson concl uded, as a result of his exhaustive 
s tudy , that school t rai ni ng alone i n cl erical duties, 
selli ng du t ies , and the personal qualities is inadequate ; 
tha t th~ majority ·Of the choices of both employers and 
employees was f or job t r aining or combined school-job 
training. He, theref ore, recommended that an organized 
investigation be made by the school authorities to determine 
the advisability of establ ishing a cooperative part-time 
r etail ~elling progr am ; and i f a cooperative part-t i me reta i l 
selling program was deemed inadvisable, t he school-s t ore 
project was suggested as an alternative method of r etai l 
selling training. 
Up to 1949 , 16 cooperative retail training programs had 
been establi she d in the high schools of gassachusetts, and 
17 i n that year Hart c onducted a study of t he Medford High 
School program, which was cons_dered one of the est programs 
in the stat e. 
17Hart, Joseph J., A DescriEtive Ana1Ss1s .2£ the 
Techniques and Procedures Use<i in Estab11s>tng and Conducting 
~ DistributiVe Education Gooperatlve Traininr? Program, with 
Special Ref erence to t he lrogr arn at ·1edford ll iBh School-;--
Medford, f:.-Iassachuset ts, 1'M.ster's Service Paper, Boston 
University, 1949. 
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Although Hart gathered some data by means of a f ollow-up 
of five cooperating stores, his principal source of 
information was the teacher-coordinator at the Medford 
High School • 
.All five of the respondents representing the cooperating 
stores agreed that t he training inc reased the s tude nts' 
sales efficiency and developed a better understanding of' the 
opportunities in retail work. All indicated that they 
intended to employ the cooperative students aft er graduation, 
Only one of the employers .felt that t he cooperative students 
were too young to fi ll positions on the selling f loor; all 
agreed that t hey would be willing to cooperate rith the 
program eve n when suff icient full-time adult help was 
available. Two stated that no further training was g iven 
t he stude nt trainees a f ter t heir permanent employment began, 
The f ive t raini.ng directors felt t hat no problems existed 
be tween the permanent workers and the cooperative training 
students 1 and no s uggestions were off ered f .or i mprovement of 
work relations in this regard. All were satisfied and had 
no suggestions regarding working h ours for cooperative 
students . Three of the five businessmen collaborated 'lit h 
the teachei• ... coordinator in evaluating the students , while 
the other two conducted ar1 inde pende nt evaluation. The 
factors considered in e valuating cooperat ive student~ 
included : complaints. of customers 1 errors made in salesbook, 
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promptness in reporting for work 1 volume of sales, job 
performance, cooperation, and t he ability to get along with 
people. Unanimous agreement prevailed regarding the need 
for this kind of distributive educat i on1 and the general 
excellence of Medford's program. 
Hart's study continued with a complete description of 
the Medford Hi gh School•s cooperati,ve retail training 
program, including t he recruit ing of students, the curriculum, 
and the duties of t he teacher•coord 1.nator, 
The only recommendati on made was for the establishment 
of a boys' program in as many schools as possible, because 
of the numerous opportunities f or boys in the distributive 
occupations. 
In this chapter, an attempt was made to present related 
material, national and regional :tn scope, which would make 
more meaningful the aspect$ of' this fo lloYI-up study of the 
1943-1949 graduates of Lowell Hi gh School., who studied 
reta i l selling either on the cooperat ive or non-cooperat ive 
basis. 
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CHAPTEH IV 
.1?1 OCEDURES USED I N GA:rHEHING DA'l? A 
e fore oonduct:lng t h is follow-up study, permission t o 
do so was obtained from t h e school offic1.als of Lo ~ell, 
Massachus etts, includi ng the Su peri ntendent of Sch ools, t he 
Headmaster of Lowell U:gh School, and t h e Director of 
Vocati onal Education. 
I n order, t h e steps take n t hereafter were as follov:s: 
1. A survey of related t hese s, text -ooks, periodicals , 
bulletins, a~d mon ographs was made t .o provide 
a ppropriate bac~round . 
2 . ' 'h e check list was constru c t ed t;" obta n du.~;;a from 
the 1943-1949 graduates of I1owell High School ho 
studied retai l i ng i n their senior ye ar. 
3 . '!'he check list was s ·tudied by the Hea of t he u ··d.ness 
Department and t h e 'l'eacher-Coordinator of tb~ 
c ooperati ve retail sellin~ progr a m of Lowell Hi~h 
-
School, and worth -whi l e s ugge s tions lf:ere made f or 
its i mprovement . 
4 . The check list was presented to the Se i nar in 
Bus ines s Education , Bos ton University , and 
addi ·ti onal SUGgestions f or i mprovement were made .. 
" ' 
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5 . 'fhe na tnes a nd addrenses of the r;raduat es 
of t h e cooperative ret a il selling program r.rere 
obtained, ith the cooperation of the 
Teacher-Coordinator, from t he classroom 
" Massachusetts School e gister11 f or t he sch ool years 
f rom 1 42 - 43 to l d48-49 . 
6 . '.l~he name s of' the graduat;es who snudied retail 
mercha ndis ing were ·illingly sup lied b y t ~.ie r . ..: ~ chers 
of t his sub Ject f rom their rank books ; t he addresses 
were ob tained fr om the fi les in the school of ice . 
7 . 'l'he addresses of the graduates were checked with the 
1949 Lowell City Direct ory t o ensure their 
cor rectness . 
8 . The check lists1 , letters of transmitta12 , and 
self-addressed, stamped envelopes ~ere mailed to t he 
219 graduates during ·th e t h ird week of Januar y , 1950 . 
9 . After two weeks had elapsed , B5 compl eted check l" s ts 
:rere retur ned; two ~ere retur ned from the post office 
because of unknown addresses . 
1 Appendix D. 
2 Ap endix E. 
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10 • .Dur n£5 the first vreek of li'ebruary, 1950, an attempt 
uas nade to ha.ve Lore check lists complE-ted a nd 
r e urned b- c ontact ng grad ates t h rou ·;,h frlonds 
or by t eleph one; 10 returns were received · n this 
v;a.y to make the tota l 95 . 
3 11. A follovi • lP letter , with ar other check list and 
sel_-addr es scd, Lto.mpe"' envelope enc losed, \"las 
r:Ja:lled du:r:i.ng the t h -rd week of Pebru, ry, 1950 ; 
5? more ret' r no were rece~.ved to make the total 
152, or 60 . 3 per cent . 
12. 'l.'he data vvere tabul ated., a ne.lyzed , and int •rpreted. 
13. A summary of t e find ne s and t he recommendati ons 
were rr1 ten based on • be cata received . 
3Appe ndix F . 
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CHAPTER V 
ANALYSIS AND I~"'TEHPRETATI01-l OF 'l'H:'' DATA 
Response to Check List 
•rhe data used in t his follow -up study were derived f rom 
t h e responses of 132, or 60.3 per cent, of t he 1943-1949 
graduate ~~ of Lowell Hi gh School \Vho, on the twelfth-grade 
level, studied retailing , either in the cooperative retail 
selling program or in the non-cooperative retail 
merchandising course. 
As sh own in '!'able II , t he total number of graduates to 
whom check lis ts were sent was 219, 71 boys and 148 girls -
Al though the enrollment figures for the first three 
classes were not large, t hey were considerably larger than 
those for t he Class of 1946. Beginning with the Class of 
1947 , a marked increase in the enrollment of both boys and 
girls took place , and t his trend continued in the two 
succeeding classes. Of part i cular s ignificance was t he 
increase in t he male enrollment , which in the Class of 1949 , 
numbered 30, or 48.4 per cent of the total. 
111th t he excep tion of the Class of 1944, at least 
50 per cent of the eraduates of each class responded to t he 
check l ist . The hi ~hest percentage of returns came from the 
most recent clas ses, 1948 a nd 1949, This as advantageous 
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TABLE I I 
TOTAL CHECK LISTS SENT .AND RETURNED 
. . 
Number Sent Number Returned Per Cent 
Class Boys Girls Total Boys Girls TotaJ:. Returned 
1943 1 21 22 1 10 11 50 . 0% 
1944 0 16 16 0 7 7 43 . 8% 
1945 4 1.4 18 2 8 10 55 . 6% 
1946 3 8 ll 3 4 7 63 . 6% 
1947 15 29 44 6 16 22 50 . 0% 
1948 18 28 46 14 18 32 69. 6% 
1949 30 32 62 g 22 ~ 6 9 . 4;o 
-·- - - -
Totals 71 148 219 47 85 132 60 . 3f 
because these classes included t he largest number of 
graduates . 
To provide f'or comparative analysis, Table III pr esents 
t he check list data pertaining to t he graduates of t he two 
divi sions of the retai l curricul um, the cooperative retai l 
selling program and t he retail mercha ndis ing course. The 
rela tive number of graduates i n each divisi on and the number 
of retur ns t here f rom te nd t o make t he entire s t udy more 
meani ngful. Of t he 219 graduates, 111 were enrolled i n the 
cooperat ive retai l s.elling program a1 d 108 graduates studied 
raetail merchandi s ing ; 65, or 58 , 6 per cent, of the former 
and 67, or 62 per cent, of the latter responded to t he check 
list . 
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Class 
And 
Sex 
1943 
Boys 
Girls 
1944 
Boys 
Girls 
1945 
Boy s 
Girls 
1946 
Boy s 
Gi rls 
1947 
Boys 
Girls 
1948 
Boys 
Gir1e 
1949 
Boys 
Girls 
'l'otals 
'l'ABLE III 
CimCK LI S'J~S SE NT AI· D Rl~'l'UH.NED , DIS'l'RIBi.ll'ED AS '1'0 
CLASS , SEX , A:ND CUfilliCULUUI DIVISION 
Coo12erati ve Pro~ Non-cooperative Course 
Number Number Per cent Number Number Per Cent 
Bent Returned Returned Sent Retul"ned Returned 
0 0 o.o% 1 1 lOO.O;'s 
21 10 47. 6p 0 0 0 . 0<}& I 
0 0 o o~~ • io 0 0 o.o;1 
12 3 25.0% 4 4 100 . 0% 
0 0 o_o~ 4 2 5o . oa,6 
8 4 50.0~~ 6 4 66 . 7% 
1 1 100. 0% 2 2 100. 07; 
6 2 35 . 37& 2 2 100 . 0}~ 
44 . 4~( 9 4 6 2 33.3% 
9 6 66.7% 20 10 50 . O'j1, 
B 5 &id , :s~~ 10 9 90.0'1-
15 10 66 7j 13 8 61 5:/ .. ; ;J • , _ ·.1 
10 9 90 .. 07~ 20 12 60.0-v 
12 11 91 7c:/ 20 11 55 . 0% 
-
_:.!..!Jc 
111 65 58. 6% 108 67 62 . 0% 
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In each division of the curriculum and for the seven-year 
period , the total number oi' girls exceeded t he total number 
of boys . In t he coope rat:tve reta:i. l selling program, 46 gi rls 
and 19 boys were e nrolled; in the non-coopera tive retail 
me r chandising course, 39 girls and 28 boys were e nrolled. 
However , beginning v·Ji th t he Cl ass of 1947 , an tncreasingl y 
larger number of boys were enrolled in the study of 
r etai l ing. In t he gr aduating class of 1949 , 10 b oys and 12 
girls par ticipated i n the c ooperat ive retail selli ng program, 
and 20 b oys and 20 gi rls studied r etail mere' anrli s ing •. 
Reasons for Students' Selecting t he Study of Retai ling 
Table IV reveals that the graduates of both divisions of 
t h e retail selling curriculum were influenced most in the 
selection of the s tudy because of t heir i.nterest in retai ling 
a s a career. 
The zradtl.~tes of the cooperative retail selling progr am 
indicated that the second most i mportant reason for 
partic ipating in the program was the opp ortunity to earn 
while l ear ning on a part-t ime j ob ; t he third most i mportant 
reason was the guidance and counseli ng offer ed by the tea.cher 
of retai l m~rchandising in the preparatory curri,culum. 
'l'he graduates who studied the non-coopo.I'a.ti ve r e t ail 
course signifl.ed t hat the second most important reason .for 
their select ion of the s tudy was the r ecommendati ons offered 
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TABLE IV 
REASONS WHY GltADUNfES SELECTED rr HE STUDY OF RETAILI!·G 
Percentage 
Cooperative 
Reasons Boys Girls fl'ota.l ( 19·i:: ) {46) (65) 
Interest i n Retailing 
. .n.s a Career ••••••••••• 21~. 8·;~-..;:- 28 ~ 4 26 .1 
Opportunity to ..:..arn 
~'lh1le Learning (Part· 
'rime Job ) ••••••••••••• 18.2 24.5 22 .3 
The E.arning of Diploma. 
Credits ••••••••••••••• 1 . 8 3.,9 3.2 
Guidance a nd Counseling 
Of.fe red by: 
F'r iends Who Studied 
Course · in ... revicms 
Years •• . .••••••••••• 14 . 5 10. 8 12.1 
Teacher of Retail 
kerchandising., •• , •• 21,8 12.'7 15 ,. 9 
Pare nts or Helat:tves 3 , 6 4 . 9 4 . 5 
Home Room 'l' eacher ••• 5 . 5 3. 9 4 . 5 
J::i·riends With Wh om 
Course Was to b e 
Taken ••• .••• • ~ •••• • ~ . '7 • . ;) 6 . 9 7 •. 0 
De an of Girls ••••••• o.o 2 , 0 1.3 
~ usinessmen at Group 
1eet ings and 
Assembl i es •••••• • ••• 1.8 2 , 0 1.9 
Previ ous Business 
Contacts ......... .. .... 3 . 6 o.o 1.3 
Vocational Ex plorati on. o.o o.o o.o 
Broade ning of :tJusi ness 
Education ••••• •• ~.·~·• o.o o.o o.o 
Ass i stance r1th Present 
Employment• ••••••••••• o.o o.o o.o 
.. "'... l'~r t• , . 
., ~'<Umbe r of ~• raduates vhecking 
~Hl- Perce nta.ge 
0 Times r:re ntioned 
Non-Coo·oerati ve 
Boys Girls Total 
'(28 ) {39J {67l 
264!4 23 . 9 2 6 -..1 
o.o o.o o.o 
18. 9 13. 8 16 .2 
15.1 25 . 9 20 . 7 
9 . 4 8 . 6 9 . 0 
7 . 5 8 . 6 8 .1 
5 .'7 8 . 6 7 . 2 
5 . 7 3 . 4 4 ,5 
1.9 1. 7 1 . 8 
1 . 9 o.o . 9 
1 . 9 o.o . 9 
3 . 8 1. 7 2 . 7 
o.o 1 .7 . 9 
1. 9 o.o . 9 
by t heir friends wb.o s t udi e d the course in previous ye a rs; 
t he t h ird most i mportant r eason was t h e earni ng of 
di ploma credits . 
Some differences in t he ranking of reasons f or co rse 
select ion existed be t ween t he sexes, J?or example, t e boys 
:i.n t l: e coopera t i ve retai l sel li ng progr am were i nflue nced 
t o t h e sa me de gree by t he cou11seli ng of the retail 
me r cha nd i s ing t eacher a s they were by t he i r i ntere st l n 
re tailing as a car eer . 'l'he _;i rls ·wh o studied t h e 
non-coope r a tive course vtere i nf luenced to t h e same extent by 
t heir f r iends who s t:udied t he cours e i n previ ous years as 
t hey wer e by t heir interest in re tailing as a career. 
I nterest i n Retai ling During 
t he '1' i me t he Cours e Was 'l' a ke n 
From '!'able V , t h e conclus i on may be drawn t hat t he 
graduates of t h e c ooperative pr ogr am were more i nt e r e s t ed i n 
ret a -t l ing du r ing t h e t i me of their study t h an were t he 
graduate s of t h e n on-coopera t i ve course . Great interest wa s 
experi e nced by 50 . 8 per cent of the f ormer as cont r asted to 
2 8 .1 per cen·t of t h e latter. 'l•he b oy s i n the non-coopernti ve 
course had t h e least interest, whi l e t he b oys i n t he 
c ooperative proc;ram had the great est i nterest, even more 
t ha n t he gi rls i n t h e c ooperar. ive program. 
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TABLE V 
EXTENT Qii' GRADUATES' I!li"TEREST I N RETAILI NG 
DURING TIME OF' STUDY 
I 
Cooperative Non .... c oopera.ti ve 
Extent Boys Git-ls Total Boys Girls Total 
Of Interest ( 19~" ) (46) {65) (26) (3(3) (64} 
Little, if Any o.o% 4.3% 3.1% 19.2% 2 . 6% 9 . 4% 
Moderate 36 . 8% 50.0% 46.1% 61.6% 63.2% 62.5% 
Gre~t 63.2% 45.7% 50.8% ' l9~t2% 34.2% 28.1% 
* - ~ ber lum of Graduates Check!: 
Interest in Retailing -After Completing the Study 
An a ppreciable increase in i nterest in retai ling was 
experienced· by the graduates of b oth 'groups after completlng 
their study. The data in Table VI show that at least 50 
per ce n t of both b oy s and girls in each grou p had great 
interest in retailing at that time, a nd that the 
non-cooperative group indicated the e;reater increase in 
;: ... 
11nterest . However, the cooperative g r oup, c ompared as a unit 
a nd on t h e basis of sex, continued to have greater int erest 
in reta i ling than the non-cooperative group ; 64. 6 per ce t 
of t h e former indicated great interest at t hat time, as 
pomp.ared, to 53. 1 per cent of the latter. 
The: boys in t h e c ooperative group continued to show more 
{ 
., , 
interest than the girls in t h is grbup; 78 . 9 per cent of the 
;. . 
,_._ 
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boys experienced great interest at that time, as compared 
with 58. 7 per cent of t he girls . 
TABLE VI 
EXTEN'l' OF GRADUATES' I NTEREST I r RET AILING 
AFT1'~R CO.MPLETING THEIR S'l'UDY 
.. 
Cooperative 1' on- Cooperative 
Extent Boys Girls Total Bo:vs 
Of Interest ( 1 9·~· ) (46) ( 65 )" (26 J 
Li t tle, if Any o.o% 6 . 5>~ 4 . 6% 3 . 8% 
Moderate 21.15~ 34 . 8% 30 . 8% 46 2"'-• /fJ 
Gr eat '78 . 9% 58. 7% 64 . 6,~ 50 . 0% 
.;~ Number of Graduates Checking 
Meth ods by Which Graduates 
Obtained Senior-Year, Part-Time Jobs 
Girl s 
T381-
o. Q% 
44 . 7% 
55 . 3% 
In 'r able VII are found the method s by which the 
Total 
(64} 
1 . 6% 
45 . 3% 
53 . 1% 
graduates ob tained their senior•year, part-time jobs . By 
far, t he larGe~.t r.l.Um1)er of cooperative re tail selli ng 
graduates obtai ned t heir jobs t hrough the h i gh school; in 
f act, 71.4 per cent of t his c roup rece ived h i gh schoo·l 
assistance. However, whereas 38 , or 86 . 4 per cent, of the 
girls in this gr oup were placed by t he high sch ool; only 
seven, or 36 . 8 per cent, of the b oys were so placed . The 
b oys in l ar ger number ob tained t he i r own jobs; eight , or 42 . 1 
per ce nt, of them personall y applied f or the i r .jobs . 
In t he non- cooperative gr oup , 18 , or 41 . 9 per ce nt, of t he 
I 
I 
I 
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graduates 6btained t he i r own job s t h rough personal 
a pplication ; 11., or 47 . 8 per cent , of t h e birls and seven, or 
35 . 0 per cent, of t he b oy s fou nd t he i r part - time emplo~ment 
i n t h i s way . 
TABLJ!~ VII 
MJ~TIIODS 3Y WHICH GRALUATES 
OB'l' AINED SENI OR-YEA.."R. , :~ART - TP 1E J OB S 
Cooperative Non- e oooera t i ve 
Pe r Per---
Method s BoE. Girls Total Cent ~~ Girls Total Cent 
- - ·-·- ··-
Hi gh Sch ool 7. 38 45 71. 4% 4 5 g 20 . 9% 
Personal 
Application 8 4 12 19 . 1;-~ '7 11 18 41 . 9% 
F'riend or 
Helative 4 l 5 7 . ~1~b 8 '7 15 3 4 . 9% 
News pa per 
o.o% Adv. 0 0 0 1 0 1 2 . 3% 
u. ,., Empl oy . i:J • 
Service 0 1 1 1.6~ 0 0 0 o.o% 
fl'o 't;als 19 44 63 100 . 0?1 20 23 43 100 . 0% 
- -
Senior-Year, Part - *l'ime Work 
of Grad uates i n the Hon - Goope.rative Group 
Although all the gra duat e s in t he cooperative r etai l 
group wor ked part - time i n t h e senior ye ar, a nd were enf!;a ged in I 
I 
d istributive occupations, such was n ot true of t h os e in t he 
non- c oope r ati ve reta:i. l g roup. As i s sb.ovm i n 'J?able VIII , 
==========~======================-===----- -----
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however, 47 , or 70 per cent, of t he graduates in t he 
non - cooperative group did work Part-time . 
TABLE VI I I 
GHADUATES WHO STUDI :H;D RETAIL l;lERCHANDI.SII'iG 
AlifD '>WRl i!;D PM 1' - TL.'.E I i' T l-!EIF; SE U OH YH;AJ 
Boys Girls Total 
Number Per Cent I\umber . Per Cent Number "t>er Ce nt 
21 26 66 . 7% 47 
----------.....JL--------- - -----· ·- ·--- ----- - -
Of the graduates in t h is gr oup who worked par t - time , 
76 . 6 per cent were e ng a ged i n distri butive occu pat:lons; 80 . 8 
per ce nt of t h e girls a nd 71 . 4 pe r ce nt of t he b oy s we r e so 
e mployed . 'rhis is sh own ln Table I X. 
PART -TJ,;!E OC CUPNPI ONS 
OF 'l'ROSE w;·-ro STUDIIm HE'l'AIL ,., ''RCHA m i S I NG 
Occupatlons Bozs Girls Total 
·- {21·::-} {26} {47} 
Distribu t ive 71 . 4% B0 . 8% 7 6 . 6% 
I ndu s ·trial o.,o;& 19. 2% 10. 6~; 
Other 2 B, 61b 0 , 07~ 12 . 8,l 
~~ .. j umber of' Graduates Ans\verfng 
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Duties Perf ormed in Senior .... Year, Part •Time V ork 
Table X s h ows that t h e largest number of boys wh o were 
e nrol led in t he cooperative re tail selling program wor ked 
part - time as sales clerks . 
TABLE X 
DUTIES PBHFOHr~1El.- BY BOY..:1 
I N 'r rYEIR PAHT •TL;;!E \:OHK 
WT:l'lLE F:JHOLLED I N 111 i' 
COOPEH.A1'1VE R. •:T .AI L SELLI NG PHOGH.li-n 
· -·uties 
Sa. "'S Clerk 
St ock rl oy 
c ounter-ma n 
Cashier 
Frequency of' 
Men:ti on 
9 
.? 
2 
1 
Hank 
1 
2 
3 
4 
Of the nine sales clerks , f our v.r orked in i nde pe nde ntly 
operated drug stores, three worked i n chai n grocery stores, 
one worked in a small hard 1are so-ore, a nd one worked i n a 
· de partne nt store . Of t he seve n stock boys, t hree worked 
i n department stores, th ree i n large s pecialty stores, a nd one 
in a chai n grocery store., One oj:- 'the counter-me n ·wrked i n a 
large restaurant , t he other in a de partment store . 
The cashier worked i .n a chai n grocery store . 
All the girls who were e nrolled in t he cooperative 
retail sellinp; program were employed as sales clerks . The 
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data in 1'al,;le XI show that the largest number of girls, 27 • 
worked in department stores, 11 worked in chain variety 
stores (five-and-ten-cent stores), four 5.n women's s :.)ecialty 
stores, three in stationery stores, and one in a chain 
drug store. 
TABLE XI 
KINDS OF ST OHES 
IN WHICH GIRLS E111WLURD I l~ TIC'!! 
COOPERA':PlVg RE'l' IL SELLING PROGRAM 
WORKED PART -TI N!E 
Prequency of 
Stores t,lention Hank 
Department 2'7 1 
Chain Var.iety ll 2 
Women's 
Specialty 4 3 
s tationery 3 4 
Chain Drug 1 5 
The duties performed in part-time jobs by the graduate s 
who studied retail merchandising were somewhat different 
from those perfor med by the gr aduates of the cooperative 
retail group in that they covered a wider range of activities 
and were not confined to the distributive occupations. 
Table XII summarizes the duties of both the boy s and 
girls in the non ... cooperative retail group. The largest 
number of b oth boys and girls were employed as sales clerks. 
:Most of t he boys who worked as sales clerks were employed 
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by nei ghborhood grocery, drug , and variety stores; t h e r-,;i1 ls 
for the .nos t art worked in the large down-tovin df;,partment, 
variety 1 and s pecialty s ·~ores. 
Duties 
TABLE XII 
DUTIES PEHPOR'!iED I Y P fi.R'P ... T n.II.I~ .10B8 2)Y THOSE 
ENROI,Ll~D L~ 'l' ~!E HET AIL i' :::HCHA .?~ ... ASI 1W GOUHSE 
Bo s Girls 
Frequency --Frequency 
Of IJJ:e ntion Rank Duties Of c,lentlon . ank 
·---· 
Sales Clerk 
'l'ru c k Driver 
.Musician 
Shipping 
Clerk 
StocJr Boy 
:h;rrand Boy 
Tin-knocker 
( i\u to Body) 
·iechanic 
9 1 Sa l.es Clerk 
3 2 Packer Uifg .) 
2 4 Recep t i onist 
2 4 Dresser {Mf g.) 
2 4 Waitress 
1 7 
1 7 
1 ? 
Ti me 1f1orked and l:Jeek l y Salai>y Earned 
in Senior-Year 1 i?art-'l~ imc 1'. ork 
20 
3 
1 
1 
1 
Based on average fi gur e s, as contained in Tab le XIII , 
several comparisons can be made with re f erence to the time 
1 
2 
4 
4 
4 
worked a nd wee kl y s a l a r y earned b y b oth groups of graduates in 
t heir seni or-year, part•ti t.;e work • 
• • ( • • 1 'r l~'--·1 . :ry 
' ' I • : 1 ; • , 1 ' • ~-of'! 
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As a group , . those in tJ:le cooperative retai l divisi on 
worked more h ours per week t han did those in th~ 
• 
non-cooperative retail cour.s~; they worked 33 hours per week, 
while t h ose in t he non ... coopera.tive retail c ourse worked 28 
hours per week. The girls in t he cooperative retail group 
· worked the l argest number of h ours per r..reek , 33.5. Both b oys 
and girl.s in t he c ooperative retail group worked for nine 
months during t heir senior year , as compared · to seven months 
worked by t he boys and girls in the non ... cooperative 
retai l group. 
TABLE XIII 
TI1~1E "'ORKED A:N'D HI GHEST WEEKLY SALARY EARNED 
I N SENI OR-YEAR PART•TI 1\1E. WORK 
Time And 
Sala.rz 
Hours Per Week 32*"!, .. 33.5 33 
· Number of Months 9 9 9 
Hi ghest Weekly 
~~19 Salary .w2s ' 18 
* Average Number of Graduates Answer ng 
-!.~ l't1edian Fi gures Used 'l'hroughout '!'able 
27 25 
7 7 
''18 $15 
28 
7 
~17.50 
As a group , those in the cooperative retail program 
e·arned $19 as their highes t salary per week , while t h ose in 
the non-cooperative -retai l course earned ~~17 . 50 as t he i r 
highest salary per week. The boys in the cooperat i ve retail 
group earned the highest weekl y salary, ~25. 
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'rhe girls in t he c ooperative retail group earned as hi o:h a. 
~eekly salary a s the b oys i n the non- c ooperative retail group. 
Graduates' Evaluat;i on of Senior -Year, Part-Ti me ~ ork 
'l'he graduates 1 a nswers to significant questions 
pertaining to t heir senior-ye ar, ')art-ttme· wor•k are s uMmarized 
in '!'ab le XIV . 
In t r e cooperative retail gr oup , 100 per cent of the 
gr aduates f el t that t ':'leir work related t o re t ai ling , and 
84 . 6 per cent of t hem perf ormed a variety of activities in 
their wor k ; in t he non .. cooperat i ve retail group , 76 . 1 per ce nt 
of the Gr aduates indicated that their work related t o 
retai l ing , and 77 . 8 per cent of them performed a varie ty or 
activities in their work. 
Work s upervis ors a nd co-v.r or kers, by the i r he l pfulness 
and di rection , contributed materially in making t he part - time 
work a. real learning situa tion. Teachers, especiall y t e 
t eacher-coordinator of the cooperative retai l selling pro ·.ram, 
ere helpful i n s uch matters as job placement, counseling , 
and e ncouragement . 
The res ponses of t bo graduates ndica~ed t hat ~ork 
s u ervisors cooperated with and assis ted 91 . 5 per cent of t he 
cooperative r·e tail gr oup and 92 . 9 per cent of the 
non- cooperative retai l group ; co-workers cooperated wit a nd 
assisted 89 . 7 per cent of t he cooperative retail roup a nd 
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97 . 4 ner cent of t h e non-cooperat i ve retai l group; teachers 
c ooperated wi t h and as s i s ted 98 . 3 per cent of the cooperative 
retail group and 88 . 9 pe r cent of the non- cooper ative reta. 1 
group . Alth ough cooperati on and as s istence were rece ived by 
members of both g roups to a n unusually high de gree; except 
with r eference to teachers, t he non-cooperat;ive retail group 
received sli ghtly more he l p t han did the c ooperative retail 
group . Onl y one graduate of the c ooperative retail ~roup 
indicated that sh e did not recei ve c ooperation and a s s istance 
from he r teache r in her part - time job; she was a member of 
one of the early classes . Four Graduates of t he 
non- cooperative retai l c roup likewi se indicated that they did 
not receive cooperat i on and help f rom i~he lr teacl ers in t heir 
part - ti me jobs; two of these graduates dld t he i r part-ti me 
work in businesses owned by t he ir parents . 
That t heir par t - time work clid not serious l y int erfere 
with t heir participati on in extra-cur ricula activities was 
s ignified by 93. 5 per cent of the c oopora 't ive retail group and 
by 88 . 6 pe r cent of the non- coo era.t:lve group. 
Of par ti cul ar interest was t he f'act that 86 . 4 per cent of 
the cooperat ive retail group and 68 . 4 per cent of the 
non - cooperative retai l g l"OUp .felt that the part - time ·Yl Ork was 
of value in o·b tainint~ a i'ull• time j ob ; und that 76 . 3 per ce nt 
of the cooperative retail group and 50 . 0 per cent of the 
non• c ooperat:i.ve r.;roup r emained wi t h the same firm a f ter 
graduation. 
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'.rABLE XIV 
GRADUATES ' ANSt1ERS •ro QUES'l' IOHS 
PER'l' AINI NG rr•o S ENIOR · YEI\R, PART -'l'1 ~;1E WORK 
Questions 
Did the Work Re l ate t o 
Re tailing~ · • •··~····• • •• • • • • 
Did You Perform a Variety 
of Activities ? • • •• • • • • •• , , • • 
Did You Receive Cooperation 
a nd Assistance £rom: 
Your Work Supervia()r? • •• • 
Your C o~workers? , ••• • • • •• 
Your Teacher~ • • ••• • • • • .••• 
Did Your Work Seriously 
Inter.fere with Your 
Part icipation in Extra -
Curricula Activities? ••••••• 
Was t he Part•Time Work of 
Value in Obtaining a Pull ... 
Coonera.tive l• on ... c ooperati ve 
Yes No Yes No 
100. % o.o% 76 . 1% 23 . 9% 
84 . 6'j 15 . 41~ 77 . 8a1 22 . 2% 
91 1 8 . 55b 92. 9 ;o 7 . 1?', • 55.) 
B9 . 75& 10 . 3% 97 . 4% 2 . 6% 
98 . 37~ 1 . 7% 88 . 9'o 11 . 1)·; 
6 . 5;o 93 . 5% 11 . 4 u 88 . 6% 
Time Job? • ••••• ••••• • • , .. . .. 86 , 47~ 68 . 4% 31 . 6% 
Did You Remain with the 
Same Firm 1\fte.r Gr aduation? . 76 . 37~ 23 . 7% 50 . 0fb 5 0 . 0% 
---------------------------------.. ----------·------~~-----------------
Note: :rumber of Coopera ti ve 
Retail Gr aduates 
Checking Ab ove 61 
Number not Checking 4 
Total Number 
eporting 65 
l'iumber of '~'·'~on-Coo era t i ve 
Retail Graduates -
Checking Ab ove 41 
:Number not Checkina- 26 
Total 11umb e r 
Reporting 67 
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Graduates ~Vho Attended School, Part-Time or 
Pull-Time, After Graduating from Hi gh School 
Tab le XV reveals that 44 reta i l graduates, cooperative 
and non-c ooperative, at tended sch ool on a full -
or part-t ime basis a f ter graduat ing from high school. Of the 
44 graduates attending sch ool, 16 were me mbers of the 
cooperative retail group. Of the boy s in this group, one went 
to sch ool f ull-time; he returned to t he hj_gh school to take a 
post-graduate course i n colle ge preparatory su jects. 'l'h ree 
boys in this group a'C.tended school part - time; they studied 
retai ling in the evening clas ses of Lowell rr extile Institute . 
'l'wel ve girls of this 6 roup atte nded school , eight part -ti me 
a nd f our full-time. Of the e i ght 0 irls who studied part -t ime , 
three studied retailing, one at Boston University and two 
at Lowell Textile Institute; one studied textiles at 
Lowell 'l' extile Institute; a nd the remaining four took 
secretarial studies at local business schools. Of the f our 
girls who studied full•time, one t ook art, one studied 
beauty culture, one t ook modeling, and one enrolled in 
secretarial work. In summarizing , it is interesting to note 
that of' the 16 gradua t es in the cooperative retail group who 
studied beyond the regular h i gh school course, 10, or 62~5 
per cent, took courses directly related to t h e 
distributive occupations. 
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NUMBER OF G·RADUAT~:s, DIS11IU13UTED i CCORDI H ..-
TO F I ELDS OF A.l')VANGED S·J~UDY PURJUED 
ON A PAR'1' - 'l'I ME OR F'UIJ.L -T I.~ll'; BASIS 
I 
Fields Cooperative Non-Cooperati ve 
Of Boys Girls Boys Girls 
Study P . T. F' . T . P .'r . F . T . p . '1' . J? . T. P. T . F' .T. 
Collegiate: 
Business Adm. 
-
... 
- - 1 
- - -Education 
- - - - -
1 - -
Liberal Ar ts 
- - - - -
1 
- -Re tailing 3 
-
3 
- - - - -
Textiles 
- -
1 
- 1 - 1 -
Non-Collegiate: 
Acc ounting 
- -
-
-
- 1 1 -
Advertisi ng 
- - - - -
1 
- -
Art 
- - -
1 
-
- - -Automotive ... ... 
- - - 1 - -Barbe ri ng 
- -
... 
- -
1 
- -
Beauty Culture ... 
- -
1 
- -
1 2 
Engineering ... - - - - 1 - -
... ~ode l ing 
-
-
... 1 
- - - -1.Ius ic 
- - - -
1 
- - -Office !.'Iachines .. 
-
... 
- - -
3 3 
Secre tarial 
- -
4 1 
- -
3 1 
Watch Repairi ng 
- - - - -
1 
- -
Hi gh School, Post 
Graduate: 
Colle ge Prep. ... 1 
- - -
2 
-
-
- - - - - - - - --
Totals 3 1 8 4 3 10 9 6 
I 
In the non-cooperative retail group, 28 , or 41 . '7 pe r 
cent, of the graduates attended school af ter graduating fr om 
high sch ool; 16 , or 23 . 8 per cent, studied full-time , and 
12, or 17 . 9 per cent, studied part -t ime . 9f the 13 boys a nd 
15 girls in this group wh o availed themselves of further 
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education,. six, or 21.4 per cent, t ook courses directly related 
to t he distributi ve occupations. The other graduates studied 
courses i n business admi nistration, liberal arts, accounting , 
engineering , off ice machines , secretarial training JI watch 
re pairing , and automobile repairing. 
Elapse of Time Between Graduation and 
Initial Full.'J?ime Employment 
Table XVI discloses that the graduates of the cooperative 
retail program made t he transition f rom school to work with 
remarkable effectiveness. For 56, or 90.3 per cent, of these 
graduates, no time expired between graduation and t heir f irst 
full-time jobs; of the remaining six graduates, four found 
full-time employment in less than six months after 
graduation. One graduate's full-t ime employment was delayed 
until seve n months af ter graduation; another's until 
15 mont h s after graduation. 
The non-cooperative retail graduates required a somewhat 
longer period of time to find full-time employment . -·-' or 29, 
or 56 . 9 per cent, of these graduat:es, no time elapsed between 
graduat i on and their f irst full-time jobs; for 17 1 or 33.3 
per cent, less t han six mont h s elapsed ; f or two graduates , 
fr om six months to one year elapsed; and f or three, a period 
longer t han one year elapsed. 
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TA13LE XVI 
TI ME •,LA' S.•:D BET~IImN GRADUATION 
AND INJI.riAL FULL- TI ME E. _PLOYMENT 
Cooperative Non .. cooperative 
Time 
Elapsed 
None 
Less t han 
Six v!onths 
Six J onths 
One Year 
Longer than 
One Year 
Totals 
Per 
Boys Girls Total Ge nt 
' 
Boys Girls 
15 41 56 90 . 3;"; 9 20 
1 3 4 6 .5% 8 9 
t c 
0 1 1 1 6111 . / " 0 2 
1 0 1 1. 6/b 1 2 
- - - - -
17 45 62 lOO . O~b 18 33 
' 
The Meth ods by Which Graduates 
Obtained Their F'irst Full-Time Jobs 
Per 
Total Cent 
29 56 . 9% 
17 33 . 3% 
2 3 . 9% 
3 5. 9% 
-
51 100 . 0;\ 
As shown in Table XVII, the cooperative retail graduates 
obtained t he ir .first full - time jobs pri marily throurth t he 
hi gh sch ool . 'l'hirty ... three, or 53 . 2 per ce nt , of t he =>raduates 
were placed i n t hi s way. Sixteen, or 25 . 8 per cent, of the 
cooperative retai l gr aduate s f ound t hej.r own jobs, t hrough 
persoria l a pplication; and 10, or 1 . 1 per ce nt , rece i ved t r e 
assistance of friends or relatives in .finding their f irst 
full-time jobs . 
'i'wenty - three, or 40.4 per cent, of t he non- cooperative 
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TABLE XVI I 
_\lliTHODS BY Wl-IlCII GHADUATES 
OB'l'Alh'7D PIHS'!' 1<'\JLL•TI N!E JOBS 
C oopera t i ve Non-e oopera t i ve 
Per Per 
Meth ods Boys Girls 'l' otal Cent Boys Girls Total Ce nt 
Hi gh School 4 2 9 33 53 . 21~ 3 2 5 8 . 8% 
Personal 
Appl i cati on 7 9 16 25. 87; 5 18 23 40.4;~ 
Friend or 
Relative 6 4 10 16 . 1r& 10 12 22 38 . 6~ 
u. s . "~'mploy . 
Serv ice 0 2 2 3.3% 0 2 2 3 . 5;.6 
Ne s pa pe r 
Adv . 0 1 1 1. 6% 2 1 3 5 '7.. ~·· • v ;ro 
Civi l 
Service 0 0 0 0 . 0% 0 1 1 1.7% 
Ot her 
Schools 0 0 0 0 . (Y,-~ 0 1 1 1 . 7% 
- - -
- -
-
Totals 17 45 62 100. 0% 20 37 57 lOO . Of' 
retai l graduates f ound t heir o n jobs t hrough personal 
appli cation , and 22, or 38 . 6 per cent, rece i ved t he assistance 
of f rie nds or rela-r;ives i n f i nding t heir f irst full-time jobs . 
Five, or 8 . 8 per cent, of t he non~c oo _ erative re t a i l 
gradua t es wer e placed t hrough t he hl eh school . 
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H:mployment Tests 'l'aken by Graduates 
Only five cooperative retail graduates rere required 
to take empl oyment tests to obtain any of their f ull• time 
j ob s . T o of these ~raduates took c ivil service tests; one 
took a t yping test given by an insurance company ; one took an 
arithmetic test given by a chain variety store; and one t ook 
a tes t in the opera-cion of n cash register given by a chain 
grocery store . 
Likewise, onl y f ou.r non-cooperati ve retai l graduates 
took employment tes t s in qualifying for any of their full·time 
jobs . One of these (1raduates took a beauti cian 's 
examination given by the S-tate; one took an a pt i t ude test 
give n by an oil burner manufac turer; one took a musici n 's 
audition test; and one took a typing and bookkeeping test 
give n by a paper manufact urer. 
The !\inds of Occupations in Which Graduates 
\';ere Engaged i n Their First F'ull•1P:i..me .Tobs 
The largest number of the cooperative retu.il graduates 
were employe~ in the distributive occupati ons in their ~irst 
f ull- time jobs . 'I'able XVIII indicates that 15 boys and 
37 girls, QJ>_83 . 9 per cent of' the cooperative retail 
graduat es , were employed f ull- time i n the distributive 
occupations; that two boys and six girls were employed i n the 
TABLE XVIII 
KINDS OF OG CUPA11I ONS IN WEI GH GHADUATES 
1itEB.E E NGAGED IN FI RS'l' FULL-TI ~>'IE J OBS 
Coopera tive Non-e ooperati ve 
Per Per 
Oc cuoa t1ons Bo~s Girls Total Cent. Boys Girls 'l'otal Cent 
Distributive 15 3'7 52 83 . 9~~ 11 18 29 50 . 9% 
I ndus t rial 2 6 8 12 . 9;% 6 10 16 28 .1% 
Office 0 2 2 3 . 2% 0 9 9 15 . 8% 
Other 0 0 0 o . o~ 3 0 3 5 . 2e 
-
- - -
- -
Totals 1'7 45 62 100.0% 20 3 '7 57 100 . 0~; 
industr ial occupations; and that t;wo girls were engaged in the 
office oc cupati ons . 
Of t he non-c ooperativ.e reta:l 1 graduates, 11 boys a nd 18 
girls , or 50 . 9 per cent of this group , were first employed 
on a full-time basis i n the distributi ve occupations; six b oys 
and 10 glrls were e mployed. in the industr ial occupations ; ni ne 
girls were engaged in the off ice occupations ; and three 
boys worked in other occupations . 
'11he Dutie s Performed by the Cooperative Retail 
Graduates in The ir F'irst I<'ull-·rime Jobs 
lJ.'he duties perf ormed by the c ooperative retatl graduates 
in their fi rs t full - time jobs, as listed i n 'fable XIX, were 
more varie d for boys t h a n for girls . 
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TABLE XIX 
DUTIES PERF'OHMED BY COOPERATIVE H?::T AIL GRADUATES 
IN THEIR FIRST FULL-TIME J OBS 
'l'hree boys w?rked as sales clerks, two in chain grocery 
stores and one in a de partment s t ore; two worked as window 
dressers, one in a department store and one in a women's 
s pecialty store; two served as assistant buyers, one in a 
de partment store a nd one in a women's s pecialty store; two 
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11 worked as counter-men, one in a diner and one in a department 
store. Three boys vtorked in chain grocery stores in 
non-sales work. One worked as a case man, one as a cash ier, 
and one as a checker . Two boys served as shipping c l erks , 
one in a department store and one in a shoe factory . One 
sold electric appliances from house - to -house , one worked as 
a machine operator in a shoe fac t ory , and one worked as a 
s t ock c l erk in a women's specialty store , 
'l'hirty-fi ve girls, or 77 . 8 per cent of the e;irl s ?lho 
worked full·time, worked a s sales clerks in their firat . joba . 
As sales clerks, 1 9 worked in de partments stores; ei fjh t 
worked in chain varie ty stores; tuo wor ked in a l arge , 
women 's s pecialty store; five worked in s mall specialty 
stores; a nd one worked in a chain drug store . Six girls 
perf ormed miscellaneous duties in shoe and textile factories; 
two did general offi ce work ; one worked as a h ostess in a 
large r estaur ant; and one served as an assistant buyer in a 
department store. 
The Duties Performed by the Non- Cooperattve R.etail 
Graduates in Their First Full~'ime Jobs 
'rhe largest number of non-cooperative retail gr•aduates 
11 wor ked as sales clerks in their fi rst full - time j ob s. I . 
'l'able XX sh ows that six, or 30 per cent, of' the boys and 17 , 
or 45 . 9 per cent, of t h e girls were employed as sales clerks. 
As sales clerks , one b oy worked in a jewelry store , tuo in 
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'rABLE XX 
DUTI ES PERFORWlED BY NON..C OOPERA'l'IVE Rlb"TAIL C}RADU A'1'ES 
IN THEIR FIRST FULL•'fiME J0 3S 
Boys Girls 
Frequency F'requency 
Duties Of Mention Rank Duties Of Mention Rank 
Sales Clerk 6 1 Sales Clerk 17 1 
Machine Factory 
Operator 4 2 Worker 10 2 
f.ifusician 1 7 . 5 Bookkeeper 3 3 . 5 
Moulder's Office 
Helper 1 7 . 5 Clerk 3 3.5 
Service Man Receptionist 
(Ref'rlg. ) 1 7 . 5 (Office) 2 5 
Shipping Cl k. Stenographer 1 6 . 5 
( :Mfg.) 1 7 . 5 
Vlai tress 1 6 .5 
1 
Attendant 
1 7.5 (Ser. Sta. ) 
I 
Steeplejack 1 7 . 5 I 
Stock Clerk 1 7.5 I 
' 
I 
'!'raveling 
Salesman 1 7 . 5 
Uti lity ili7an 
(M.fg . ) l 7 . 5 
Window 
Dresser l 7 . 5 
1, 
- -
II 
chain grocery stores, one in a neighborhood drug store, one 
i n a neighborhood grocery s t ore, and one in a neighborhood 
variety store ; six girls worked in department stores, six 
i:1 .Jhain variety stores, three i n specialty stores, one in a 
neighborhood bakery, and one in a cleaning and dyeing shop. 
Of the 10 girls who found first full-time employment 
in the factories, two worked as distributors in an electrical 
manufacturing plant; two worked i n sh oe factories, one as a 
marker and one as a machine operator; five worked i n the 
textile mills, two as checkers, two as i ns pectors 1 and one as 
a looper; and one worked as an inspector and checker i n a 
plas t ic toy factory . 
Of t he six boys wh o worked in the industrial plants , four 
were mach ine operators, one was a shipping clerk, and one did 
work of a general nature . 
The duties performed by the remaining non ... cooperative 
re tai. l graduates do not require f urther clarification. 
The Beginning and Hi ghest Weekly Salaries 
Earned by the Graduates in Thei.r First 1.<1111-Time Jobs 
The boys of the cooperative retail group earned an 
average of ~30 per week as a beginning salary in their first 
full -time jobs, and t heir highest weekly salary in their 
initial full-time employment averaged $35 . As shown in 
'1'able XXI, the boys in t h is group rece i ved the highest 
• salaries. 
II 
I 
I 
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'!' ABLE XXI 
BEGI NNING AND IU GI .EST ··m:gKLY SALAHI ES 
E AR I BD bY GRADUA.'l,ES I FI HST FULL-' ... ' I :1E J OBS 
-
Cooperative Non-e ooperati ve 
!Weekly Bo~s Girls Boys 
Salaries (17"·' } (41) (19) 
a gi nning 1 ~}30. oo·::-·::·$20. oo ·>27 . 24 
Hi ghest 35 . 00 23 . 00 32 . 00 
-::- Number of Graduates Checking 
.;E:- Median 
Girls 
{34 ) 
~!>22 . 25 
26 . 00 
The next hi ghes t salari es ere earned by t he boys i n t he 
non-cooperat i ve retail group. These b oy s began work at a n 
average salary of ~27 . 24 a nd ea r ned a n average of ~32 as t he 
highes t salary on the i r first f ull - t i.me jobs . 'J.'he differe nce 
between the i r be ginning and h i gh es t we ekl y s al ary as · 5 . 24 , 
! the l ar gest increase rece i ved by any of t he ,raduates . 
Because of t he abnormally h i gh wages paid to factory a nd 
office workers during the war and port -war peri ods, the e i rls 
i n t he non- cooperative retail f:, r oup received salaries higher 
t han t he gi rls i n the cooperative retail group. The f ormer 
earned a n average of ~~22 .25 as a beg i nni ng salary a nd ·(2 6 as 
I t he h i ghest salary on t heir f i rst f ull-time jobs; t he latter 
I earned a n ave r age of :;·20 a s a be 0 i nni ng s al a r y a nd .;·23 a s t he 
h i hest s a l a ry on t heir f irst f ull- time jobs . 
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Vocational Activities of the Graduates 
at the Time of ~his Study 
Because this study extended over a period of seve n years. 
information pertaining to the vocational activities of t he 
graduates at the time of vriting was considered worth hile . 
Table XXII reveals that 47 , or 72.3 per cent, of t he 
T ABLE XXI I 
VOC A'l'IONAL ACTIVITIE S OF THE GRADUATES 
AT THE TI ME Ol" THI S STUDY 
Coo erative Non-e oo era ti ve 
Activities..;'· 
Per 1)er 
BO 9 Girls Total Cent Bo s Girls Total Cent 
~J erking: 
Ful1-rrime 15 32 47 72 . 3% 13 26 39 58 . 2% 
Part-Time 2 3 5 7 . 7% 4 2 6 9. 0% 
Une mployed 2 3 5 7 . 7% 4. 6 10 14 . 9% 
Housewife 0 10 10 15.4% 0 3 3 4 . 5% 
Going to 
School: 
Ful1 - 'r ime 1 0 1 1 . 5%. 6 3 9 13 . 4% 
Part -~I.'ime 3 4 7 10. 8% 4 2 6 9 . 0% 
In Ar med 
services 0 0 0 o.01o 1 0 1 1 . 5% 
~:- Two Activities Checked by 10 
C oopera ti ve Retail Graduates 
and Seven ~ on .. cooperati ve 
Retail Gr aduates 
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cooperative retail graduates and 39., or 58.2 per cent , of the 
non-cooperative retall graduates were employed full-time; 
that five, or 7 .'7 per cent , of ·the cooperat ive retail 
graduat es and 10, or 14.9 per cent , o? th~ non-cooperative 
r etail graduates were unemployed. However, further analysis 
shows that nine, or 15.4 per cent, o.f the non-cooperative 
retail gra. uates were going to school full•time, and that 
10, or 15.4 per cent, of the cooperat ive r e tail gr aduates 
ere employed as housewives, although two of t he latter were 
also working in business on a full·time basis . 
r.rhe Phases of the Cooperative Retail Selling Program 
Which Proved :Most Valuable to t he Graduates 
The cooperative retail gr aduates were re quested to check , 
i n order, the t hree most valuabl e phases of t heir prof!ra n. 
Tabl e XXIII indicates t hat t he subject which had oroved most 
valuab le to t he large st number of graduates was salesmansh i p . 
The second most valuable subject was personal deve l opment . 
Store English and store arithmetic were r anked by t he same 
number of graduates as t he t h ird most valuable sub ject. 
Advertising and display , ~nd economics of retailing ranked 
next i n order of importance . 
Very few graduates stated t hat t hey received benefit 
from the study of textiles , non- textiles, and color, l ine, 
and design. 
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TABLE XXIII 
PHASES O:B, TIIE COOP1!~11 Nl'IVE RE'J.l AIL Sl:;;LLING l)ROGRAM 
,.IRI CH PROVED .~AO S'l' V li.LUABLE T O GRAl)UAT..:..S 
Frequency of 
Phases of ProtSram I;1ent 1on Rank 
Salesmanship 47 l 
PersC?na.l Development ~2 2 
Store Arithmetic 23 3 . 5 
Store English 23 3 . 5 
Advertising and Display 1 9 5 . 5 
Economics of He tailing 19 5 . 5 
'.t'extiles 11 7 
Color, Line , Design 8 8 
Non-'rextiles 1 9 
Graduates Not Checking Sub jects 4 
Graduates Checking Sub jects 61 
Number of Graduates Reportlng 6'5' 
.ll!ethods of Instruction Considered .\lfost Effective 
by the Cooperative Hetail Graduates 
Although the method of instruction in t he non-coopers.t ive 
course was confined almost exclus ively to textboo,_ assignments 
and t heir d iscuss ion, t he meth ods used in the cooperative 
retail prot;ram were many and varied. In order to determi ne 
t he effectiveness of t he methods of instruction, t he 
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cooperative retail graduates were asked to list in order the 
most e ffective ones . 
As indicated i n '!'ab le XXIV , the method most frequently 
mentioned by the graduates was t eacher demonstrations and 
lec tures. 
•rABLE XXIV 
!.TETIIODS 01< I NS'l'RUC'l'ION CO NSIDERED MOS'r EF'FBCTIVE BY 'l'TIE 
COOPERATIVE RN.l'AIL GRADUATES 
Methods of Instruction 
rreaeher Demonstrations 
and Lectures 
Discussion of Student 
Work Problems 
Demonstration Sales 
Notebook Projects 
•rextbook Assignme nts 
and trheir Discussl on 
V'\ ri tten Work on 
Real V ork Situations 
.. ovies and Slide Films 
Oral Reports on Outside Work 
Use of I:!erchandiae ~ianuals 
Lectures a nd Demons t rations 
by Visitors 
Fie l d '1'rips to Stores 
Graduates Not Checking ~.iethods 
Graduates Checking ,,ieth ods 
Number of Graduates Reporting 
Frequency 
r·Jient1.on 
47 
25 
24 
18 
15 
15 
14 
9 
8 
6 
2 
4 
61 
65 
of 
Rank 
1 
2 
4 
5 . 5 
7 
8 
9 
10 
11 
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Discussion of student work problems , 'a nd demonstration 
sales were ranked, res pectively, as t he second and third 
most effecti ve methods of il~truction. 
The Divisions of the Non ... c ooperative Course 
Considered ;:,1ost Valuable by the Graduates 
In response to the check list section which requested 
that they check t he two d:tvisions of t heir course whi ch had 
proved most valuable, the non-cooperative retail graduates 
indicated that they had received the most be nefit fr·om t hat 
part of t he course which dealt with selling. 
As sh.own in Table XXV 1 the other divisions of the course, 
ranked in t he order of their value, were; principles of 
display 1 buying , re·tail . advertising , opportunities and 
requirements in retailing , setting up the store, and 
retail control. 
Of interest is the cornpar•ison of the ranks in Table XXIII ' 
and Table XXV. These tables show that by a substantial 
margin the graduates of both the cooperative and 
non-cooperative courses checked salesmanship, or selling, 
as t he most valuable of t heir retail subjects .• 
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T:\BLE XXV 
DIVISIONS OF THE NON-COOPERATIVE COURSE 
CONSID!<~RED l~IOST VALUABLE BY rr HE GRADUAT ES 
Divisions of Cour se 
Selling 
Principles of Dis play 
Buyi ng 
Retail Adverti s ing 
Opportunitl es and Requirements 
in Re t a i ling 
Setting Up t he Store 
Re t a i l Control 
Frequency of 
M.enti(;m 
42 
20 
15 
12 
10 
6 
1 
Rank 
1 
2 
3 
4 
5 
6 
7 
----------------------------------------------------------------
Graduates Not Checking Divisions 
Graduates Checki ng Divi s i ons 
r umber of Graduates Re porting 
14 
5 3 
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Jr he Graduates ' Eval uat i on 
of Hi gh School Sub jec t s i n General 
In or4er t o obtain t he i r e valuat i on of h i gh school 
s ub jec t s i n ge neral, t he graduates were r e quested to lis t i n 
order t he three sub ject s ,s tudied in h i gh sch ool which were o:f 
greatest va l ue . In addi tion, t he graduate s were asked to 
li st thos e s ub jects not studied but f or whi ch a need had 
since been :felt. 
Tabl e XXVI lists the su'bjects o:f greatest value and 
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TABLE .XXVI 
HI GH SCHOOL SUB,JECT 8 STUDIED 
WHICH Wim E 01'"' GRENl'ES'I' VALUE TO THE GHADUATES 
c oopera ti ve 
Re tail Graduates 
Freq. o 
Non-Cooperative 
Retai l Graduates 
Sub ·e·c ts " ~ention · :::ta: k Sub eets 
!i'req. of 
Mentlon 
English 
Arithmetic 
Salesmanship 
Advertising 
and Display 
Retail J,1dse ~ 
Economics of 
Retailing 
Personal 
Development 
rl'exti les 
Color, Line, 
· Design 
Typewriting 
Non-Textiles 
Accounting 
History 
Economics 
Consumer 
Economics 
Latin )ublic 
Speaking 
Shorthand 
Graduates Listing 
None of Ab ove 
Graduates Listing 
One or More of 
Ab ove 
Total Graduates 
Reporting 
49 
40 
29 
13 
12 
12 
10 
9 
8 
7 
5 
4 
3 
2 
1 
1 
1 
1 
2 
63 
-
65 
1 Re t a i l Mdse. 
2 English · 
3 Arithmeti c 
Typewriting 
4 Accounting 
5.5 Phys i cs 
Economics 
5 .5 History 
Shorthand 
7 Public 
8 Speaking 
French 
9 Al gebra 
10 Art 
11 Biology 
12 Business Law 
13 Chemistry 
14 College 
Geometry 
16.5 First Aid 
16 .5 Geome t ry 
Italian 
16,5 Latin 
16 . 5 Music 
Office 
Practice 
Physiology 
Sew·ing 
Trigonometry 
Graduates Listing 
None of Above 
Graduates Listing 
One or More of 
Above 
Tota l Graduates 
Reporting 
43 
41 
17 
15 
14 
6 
5 
5 
5 
3 
2 
1 
1 
1 
1 
1 
1 
1 
1 
t 
1 
1 
1 
1 
1 
1 
6 
61 
67 
Rank 
1 
2 
3 
4 
5 
6 
8 
8 
8 
10 
11 
17 
17 
17 
17 
17 
17 
17 
17 
17 
17 
17 
17 
17 
17 
17 
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the rank assigned to each subject according to freque ncy 
of mention .. 
The cooperative retail graduates indicated that the most 
valuable subjects studied in high school were, in order, 
English and arithmetic. Of significance was the high value 
assigned the subjects in retailing. Beginning with the third 
most valuable subject, salesmanship , and continuing down to 
the ninth most valuable subject, color, line, and design, 
t he ranklngs included subjects' in retailing exclusively, 
among which was the basic subject in the preparatory 
curriculum, retail merchandising. Typewriting was indicated 
as t he tenth most valuable subject, and as such it out-ranked 
t he subject, non•textiles, the least valuable of' the 
retail sub jects listed. 
The non .. cooperative retail graduates signified that 
the su,bject, retail merchandising ,. was the most valuable 
high school subject studied~ Thereafter, the subjects 
mentioned most frequently as the most valuable were , in order , 
English, arithmetic, typewriting , and accounting. 
Table XXVII lists the subjects which were not studied 
in high sch ool, but for which the graduates had since .felt a 
need. The subjects are ranke d in the table according to 
freque ncy of mention. 
•:rhe perfect correlat:lon existing in the ranking of the 
first three subjects by both groups of retail graduates is 
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TABLB XXVII 
HI GH SCHOOL StfB,f'.tWTS NOT S1r UDIED 
Burr FOR WHI CH A NEED HAD HEE:N FELT 
Cooperative 
Retail Graduates 
F'req. or 
Non·Cooperative 
Retail Graduates 
Freq. of 
Sub ects Mention Rank Sub ects Mention 
Typewriting 
Shorthand 
Accounting 
Accounting , 
Advanced 
Office 
. Practi ce 
Shorthand, 
Advanced 
IJ.'ypewriting, 
Advanced 
Home 
Economi cs 
Public 
Speaking 
Al gebra 
Business 
;{.athematic s 
Chemistry 
French 
Geometry 
Greek 
Latin 
Mathematics, 
Advanced 
Spani sh 
9 
6 
5 
4 
3 
3 
3 
2 
2 
1 
1 
1 
1 
1 
1 
1 
1 
1 
l Typewriting 
2 Shorthand 
3 Accounting 
l¥1athemat1cs, 
4 Advanced 
French 
6 Algebra 
Geometry 
6 Accounting, 
Advanced 
6 Chemistry 
Office 
8.5 Practice 
Retailing, 
8.5 Advanced 
14 Typewriting, 
Advanced 
14 Business Law 
14 Debating 
14 Dramatics 
14 Economics 
14 Latin 
14 Manual Training 
Practical 
14 1'lathema t 1cs 
14 Secretarial 
Traini ng 
Shorthand, 
Advanced 
Spanish 
Trigonometry 
10 
8 
7 
5 
4 
3 
3 
2 
2 
2 
2 
2 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
Rank 
1 
2 
3 
4 
5 
6.5 
6 .5 
10 
10 
10 
10 
10 
18 
18 
18 
18 
18 
18 
18 
18 . 
18 
18 
18 
.,.....-------- -·------~o..- ·-----------------
Graduates Listing 
None of Above 38 
Graduates Lis ting 
One or :More of 
Above 27 
Total Re porting 65 
G-raduates Listing 
None of Above 31 
Graduates Listing 
One or More of 
Above 36 
•rotal Reporting 67 
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noteworthy. In order, the most f requently mentioned subjects 
by each group of retail graduates were: typewriting, 
sh orthand, and account.ing. 
Difficulties Graduates Experienced in Jobs 
Because of Lack of Preparati on in School Subjects 
.I Ten cooperative retail graduates and 18 non-cooperative 
graduates indicated tho..t they had experienced some diffi culty 
in the performance of their duties because of the lack of 
preparation in school sub jects. 
'rhe difficulties are ranked in Table XXVII I according 
to frequency of mention. 
Fifty-five, or 84 . 6 per cent, of the cooperative retai l 
graduates indicated that they had no difficulties in any of 
their jobs because of lack of preparation in school subjects, 
and 63 . 6 per cent of the diff icultie.s e ncountered by the 
remaining 10 graduates could not be classified definitely 
as d6ficiencies in their retai l training. 
Likewise, 49 1 or 73.1 per cent, of the non-cooperative 
retail gr ·aduates e xperienced no diff:tcul ties in any of their 
jobs b ecause of lack of preparation in school sub,jects, and 
52 . 4per cent of the diff iculties met by the remaining 18 
graduates could not be cla.ssi.fied definitely as deficiencies 
in their retail training. 
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TABLE XXVIII 
DIFFI CULTIES EX.PERI:U:NCED I N JOBS 
BECAUSE OF LAC K OF PREPARATION IN SCHOOL SUBJECTS 
Cooperative 
Retail Graduates 
Freq.of 
Difficulties Mention 
Use of Mathe• 
matics 4 
Use o'E Type-
writer 3 
Use of Ce.sh 
Register 
TJse of· Sales-
manship 
Graduates Listing 
2 
2 
None of Above 55 
Graduates Listing 
One or r _ore of 
Above 10 
Total Reporting 65 
Non-cooperative 
Retail Graduates 
Freq.of 
Rank Difficulties Mention 
1 
Use of Gash 
Re gister 
Use Of Mathe• 
matics 
Use of Sales • 
3.5 manship 
Use of Type .. 
3.5 writer 
Use of 
Accounting 
Use of' 
English 
Graduates Listing 
5 
5 
5 
2 
1 
None of Above 49 
Graduates Listing 
One or :More of 
Above 18 
Total Reporting 67 
Rank I 
2 
2 
2 
4 
5 
6 
I 
I' 
The Graduates' Suggestions 
For Improvement of Instruction in Retail Selling 
'l'Wenty .... one, or 32.3 per cent, of the cooperative 
retail graduates and 14~ or 20.9 per cent, of t he 
non-cooperative retail graduates off ered suggestions for the 
i mprovement of instruction in retail selling. 
· I _ 1 t h ough presented by a comparatively limited number of 
I 
graduates, the suggestions covered a wide range of items , 
rather than a few items mentioned frequently. This may 
be interpreted as a healthy situation. 
Table XXIX lists the suggestions and shows the rank given 
to each ·according to frequency of mention. 
Fifteen, or 71.4 per cent, of the suggestions made by 
the cooperative retail graduates dealt with the general 
enrichment and extension of the cooperative retail program. 
Each of the suggestions offered by the cooperative 
retail graduates is worthy of consideration; the most 
frequently mentioned one, field trips to industry, requires 
explanation. 
'l'he writer felt that the five cooperative retail 
graduates who offered t he s uggestion , field trips to industry, 
made a real contribution toward the improvement of instruction 
in retailing. However, inquiry from the Teacher.coordinator 
of the cooperative retail training program revealed that 
difficulty has been experienced in scheduling such field 
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•r ABLE XXI X 
GRADUATI~S 1 SUGGEf . .V:l.'.IONS 
FOR 'l'HE I ,LPROVEME N'r OF I NSTRUCTION 1 1:· RETAIL SELLil·G 
Coopera.ti ve 
Retail Graduates 
F'req. of 
Non-Cooperative 
Retail Gradua tes 
r e q . of 
Su :.,estions Mention Rank . SuP:. estions . ention Rank , 
Field Tri ps to 
I ndustry 
:rrore Advertising 
t ore Arithme t ic 
j!ore Demon. Sales 
J.:ore Lectures 'by 
Visitors 
!i:ore .u.erch s.ndise 
I nformation 
More Public 
Speak:tng 
l\!ore Spelling 
No Outside English 
Reading 
Snecia.liza.tion 
-; ithin Program 
Cl ass Discussion 
on any Topic of 
General I nterest 
Establishme nt of 
a Two-Year 
Program 
Less Conf i nement 
to One Room 
Less I nstruction 
in •.rextiJ.es 
ore Business 
Letters f or 
HoraeVIork 
~-1ore Emphasis on 
Legibl e 
Hand~rit1ng 
More Field Tri ps 
to Stores 
~II ore l~fovie s and 
Slide i.•ilms 
5 
3 
2 
2 
2 
2 
2 
2 
2 
2 
1 
1 
1 
1 
1 
1 
1 
1 
11;1ore Demon. Sales 
J. More I.,ectures by 
2 Visitors 
6 ~ 5 .lore Pub lic 
6 . 5 Speaking 
Closer Cooperation 
6. 5 vith Stores 
Demon. of Cash 
6. 5 Register 
Operation 
6 . 5 More Advertising 
6 . 5 and Buying 
Uore Class 
6 . 5 Discussions 
Hore Instruction 
6. 5 ln ~/'odern 
1:1eth ods of 
Storekeepi ng 
16 More Outside 
v:ork and r.ess 
Use of Textbook 
16 Provi sion f or 
Advanced Study 
1 . Use of Jtlovies 
16 
16 
16 
16 
16 
and Slide l"i1ms 
5 
2 
2 
1 
1 
1 
1 
1 
1 
1 
1 
1 
2 . 5 
2 . 5 
'7 . 5 
7 . 5 
7 . 5 
7 . 5 
'7 . 5 
'7 . 5 
I 
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TABLE XX!X (COl\'".riNUED ) 
'GRADUA'fES ' SUGGESTIONS 
FOR •rt1E I MPROVEl•1EI\'T OF 1 NS(1'HUGTIOl~ I N RE"AIL SELLING 
G oopera ti ve 
Retail Graduates 
Freq. of 
Non-Cooperative 
· Retail Graduates 
Freq. of 
su . estions Mention Rank su estions ~ention Rank 
More Opportunity 
for Boys to 
Participate 
More Sch ool Work 
Than Part-'l'ime 
\\'ork 
~ore Useful Part• 
Time \fi ork 
Graduates Of'f'ering 
None of' Above 
Graduates Offering 
One or More of 
Above 
Total Graduates 
Reporting 
1 
1 
1 
44 
21 
-
65 
16 
16 
16 
Graduates Offering 
! one of Above 53 
Graduates Offering 
One or More of 
Above 14 
Total Graduates 
Re porting 67 
trips; because of the hazards involved and the age of 
t he students . 
The non ... cooperative retail graduatest suggestions for t he 
improvement of instruction i n retailing , alth ough more limited 
in number than t h ose offered by the c ooperat ive retail 
graduates, were nevertheless most \fOrthwhile . Six, or 60 per 
cent, of the suggestions offered indicated the need for 
emphasizing t he vocational aspe ct s of' the course. Typical of 
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this tendency is the most frequently-mentioned suggestion, 
more demonstration sales. 
Alth ough not all t he gradua t es made recommendati ons 
for t he i mprovement of instruction in retailing , the majority 
of the graduates indicated that they we lcomed the opportunity 
to participate in conducting this study and were well pleased 
with the subject matter content and methods of instructi on 
used at t he time of their study. 
82 
CHAPTER VI 
SU1lli'I1ARY AND RECOi\J!NENDNi' IONS 
The purpose of t his study was to evaluate t he cooperative 
and non -c ooperative retail training given in t he seni or year 
to t he 1943-1949 graduates of Lowell High School, and to make 
suggestions for the i mprovement in thi s phase of the 
busines s curriculum. 
1l•he following sub-probl ems were formulated to carry out 
t he pur pose of the s tudy : 
1. To determine the most important factors whi ch 1 ad 
infl uenced t he gra.d'\,lates in their select i on of the 
study of retai l selling . 
2 . To determi ne the graduates ' interest in retailing 
before, during , and after t heir retai l selling 
t raining 
3 . To determine how the graduates secured t heir part-time 
employment whi l e 1n school 
4 . '.Po determine the kind, ext ent, and value of the 
graduates' part..:time employment \'lhile in school 
5 . To determine the extent to whi ch the graduates 
needed add i t ional vocational training and the kinds 
of t r aining received 
6. To determine the effective ness with which the 
graduates made the transition from high school to 
full•time e mployment 
? . To determine the sources f rom which the graduates 
received informati on and assistance in ob taining 
f ull•time employment 
8 . To determine the number a nd kinds of employment 
tests taken by t he graduates 
9 . To determine the kinds of occupations entered, 
duties performed,. and s a laries earned by the 
graduates in their first full ... time jobs 
10. 'l'o determine the graduates' evaluation of the course 
content and t h e methods of instruct ion in 
retail selling 
11. To determine the graduates ' evaluation of the subjects 
they studied in hi gh school 
12. To determine what s uggest i ons the graduates c ould 
make for improving instruction in retail selling . 
Based upon the objectives of the study, a check list 
was constructed to function as an in.<Jtr ument for contributing 
ac tual data on the graduates. The check list was sent to 
219 graduates v•ho studi ed retailing i n t heir seni or year at 
Lowell Hi gh School . One hundred thirty-two graduates 
responded to the check list. Thus, the data used in the study 
were based upon a. response of 60 .. 3 per cent of the graduates. 
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The folloVJing summary and recommendations are based upon the 
data obtained from the check list. 
Summary of Findinga 
A. Guidance 
l. Lis ted in order of f requency, the f actors LYhich were 
mentioned by the cooperative retail graduates as 
having influenced them in their selection of the 
study of retailing were: interest in retailing as 
a career, t he opportunity to obtain a part-time job 
while attending school, and the guidance and 
counseling offered by the teacher of r~tail 
merchandising in the elevent h grade. 
2. The .factors most frequently mentioned by the 
non-cooperative retail graduates as having 
influenced them in their selection of the study of 
retailing were, in order: interest in retailing as 
a career, the guidance and counseling offered by 
friends wh o studied the course in previous years, 
and t he earning of di ploma credits. 
3. The cooperative retail graduates indicated ,reater 
interest in retailing during the time of thei r study 
than did t he non-cooperative retail graduates. 
Grea t interest was experienced by 50.8 per cent of 
the former as contrasted to 28.1 per cent of the 
85 
86 
---~====~~============~~=,====================================~======= 
latter. The boys in the non-cooperative retail 
group had t he least interest, while t he boys in 
cooperative retail gr ou.p had the most interest, 
more than the girls in t he cooperative retail :.roup . 
4. The graduates in both the cooperative and non-
cooperative retail groups indicated an apprec iable 
increase or interest in retailing after completing 
their study. Although the interest of t he non-
cooperative retai l gradua tes i ncreased to a greater 
extent t han that of the cooperat ive retail 
graduates, the latter continued to have greater 
i nterest. After complet ing their study , 64 . 6 per 
cent of the cooperati ve r etail gradua tes and 53.1 
per cent of t he non-c ooperative retail graduates 
i ndicat-ed grea t i nterest in r etailing. The boys in 
t he cooperative retail group continued to lead all 
other graduate s from the standpoint of i nterest; 
· '78 . 9 . er cent of these boys indicated that they had 
great interest in retailin~ after completing 
t heir study. 
B. Part-Time gork \Vhile i n School 
. - .;..;.;.;;;=.;. 
1 . All the c ooperative r etail graduates worked part-time 
in t he d:t stributive occupations during t heir senior 
year i n high sch ool; 4'7 , or '70 per cent, of the 
non•cooperative retail graduates worked part - time 
during t heir senior year in high school, and 
36 , or 76. 6 per cent, of t h ose with part - time j obs 
worked i n the distributive occupations. 
2 . Of the cooperative retail graduates who :i. ndicated 
the methods by which they obtained their part - time 
jobs in their senior year , 45, or 71 . 4 per cent , 
were placed by the high school ; ' 12 , or 19 per ce nt , 
found the i r own jobs through personal application ; 
and the rema:tning graduates reeei ved ass ! stance 
either from f riends or r e latives , or from the 
Un1 ted S'ta.tes Employment Service . 
3 . Of the non- c ooper ati ve retail graduates ~ho 
indicated the methods by Vlh ich t hey obtained thei r 
part - time j obs in their senior year , 18 , or 41 . 9 
per cent 1 f ound their ow n jobs t hrough personal 
application; 15, or 34 . 9 pe r cent, received 
as sis tance from friends or relatives; and t he 
rema ininrr .rrraduates either rece ived assistance f'rom 
......... ..... .J 
the high school , or read of employment opportuni ties 
in newspaper advertisements . 
4. In their part - time work while attending high school , 
nine boys in the coo erative retail group worked 
as sales clerks , seven became stock boys, two served 
as counter -men, and one worked as a cash ier. All 
the e irls ·in the cooperat ive retai l group were 
employed as sales cler ks i n their part - time ,··or k 
while attending h i gh school ; 27 worked in department 
---~~~~P===============~======================== 
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stares, 11, in chain va.r iety stores; four, in 
women's s pecial ty stores; thr ee , i n stat ionery 
stores; a nd one, in a cha in drug store . 
5. Al though the senior-year , par t ... time wor k of the 
graduates in the non-cooper ative r etai l group :ras 
not confined to the dis tributive occupati ons , nine 
boys a nd 20 gi rls , or 6 1.,'7 per cent of those having 
part-time work, were employed as sales cleFks . 
6 . Average fi gures computed fr om the senior-year, 
part-time empl oyment r e cords of the graduates 
revealed that the cooperative retail Graduates 
worked 33 hours per week for nine mont h s a nd earned 
~:ll9 a s t heir highest wee kly salary; the 
non -cooper ative retail graduates 'f orked 28 hours per 
week f or seven months and earned ~~1 '7 . 50 as their 
highest weekly salary. Based on average fi ;ures , 
t he h i ghest weekly sal ary earned by the b oys in the 
cooperative retai l group was ~~2 5 1 a nd t hat earned 
by ~the girls in this group was ':?18. The hi ghest 
average wee kl y s a l ary earned by the boys in the 
non-cooper ative retail group was ;~18 , and that 
earned by t he girls in t hi e group was ~15. 
c. Evaluat i on of Part..J.rime VJ ork 1ltfhi le in School ~~-----· -- ---- --· ----~ 
1. An average of 61, or 93 . 8 per ce nt, of the 
cooperative retail gr aduates a nd 41, or 87 . 2 per 
cent, of' the non-cooperative retai l graduates who 
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·orked part - time wh1. le a t tend ing sch ool, answered 
the chec k list questions intended to yield an 
aluation of t heir senior-year, pa rt - time work. 
\11th very fe ' exceptions, t h e graduates L each o.f 
the r etail grou ps signi fi ed t hat they had received 
h elpful cooperat i on a n a ssistance f rom t he r ·tork 
superv:t sor s , co -workers, and teachers; and t hat 
t he i r part - time work did not seriously int erfe re 
r:l th the i r partic ipation ln e x tra- curricula 
act ivit ies . Of t h e c oope rat ive retail graduates 
~ho a ns ered t hese q Llesti ons, 84 . 6 per cent 
ind icated t h a t they h ad pe r f ormed a variety of 
activities in t heir part - t ime jobs; El6 . 4 er cent 
felt t hat the part - t1.me work had bee n of value in 
obtaining a ful l ·time job; and ?6 . 3 9er cent 
rema i ned vii t h t h e same firm after graduation. Of 
t h e non- cooperative retai l graduat es 7ho ans wered 
t hese questions, ? 7 .,. 8 pe r cent i ndicated that t hey 
b ad performed a variety of activities in t heir 
part•time jobs; 68 . 4 oer cent f elt t h at t he 
part-time work b ad b een of valu e i n obtai ni ng a 
· .full - time job ; a nd 50 per ce nt rema ined ll' i th t h e 
same firm after ,~;raduation . 
I 
I t-
D. Advanced Education 
1 . Si xteen, or 24 . 6 pe1• cent of t he cooperative retail 
graduates attended school after graduating from high 
school; five s tudied full-t ime wher eas 11 studied 
part ... time . Ten, or 62 . 5 per cent_, of t h ose 1ho 
continued their education took courses directly 
related to t he distributive occupations . 
2. Twent y•e1 ght, or 41, 8 per cent, of the 
non-cooperative retail gr aduates continued thei r 
educati on after graduating f rom high school; 16 
studied full-time and 12 studie d part - t ime. Six , 
or 21.4 pe r c ent~ of those who took advanced studies 
were enrolled i n courses d i rectly related to t he 
distributive occupations . 
E. rr ransition from School to Vork 
--._.....-...._ .......... _ --- . ---... ~
1 . Of the graduates wh o worked full - time, 56, or 90 . 3 
per cent, in t he c ooperative retail gr oup a nd 29 , 
or 56,. 9 per cent , in t he non ... cooperative retai l 
gr oup lost no time between graduation from high 
sch ool and their fi rst , full-time emplo-yment ; and 
within six mont hs a f t er p.;raduating from high school , 
60, or 96 . 8 per cent, o.f the c ooperative retail 
graduates a nd 46, or 90 . 2 per cent, of' t he 
non- cooperative retai l graduates wh o sought full-
time e mployment were so engaged . 
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F. First Full-Time Employment 
1. Of t he cooperat ive retai l graduates h o i ndi ca ted 
t he meth ods by which they obta1ne r their first~ 
full-time j.obs, 33, or 53. 2 per cent, were laced 
by t he h i gh school; 16 , or 25.8 per cent, f ou.11d 
t he i r own jobs t hrough personal a pplication ; a nd 
the remaini ng gradua tes r eceived as s:tstance from 
friends or relat ives, f rom t he United States 
Employment Service, a nd t hrough newspaper 
advertisements . 
2 . Of the non-cooperative retai l graduates h o 
indicated the me t hods by which t hey obtai ned t he r 
first, full- t ime jobs, 23, or 40 •. 4 per cent , f ound 
t heir own work t hrough personal application ; 22, 
or 38. 6 per cent, rece i ved assistance f rom friends 
or relatives; and t h e remaini ng graduates credited 
t he h i gh school, t he Uni ted States Employment 
Service, newspaper advertiseme nts, civil service, 
and other schools for assista nce in placement. 
3 . Very few graduates were required to take employment 
tests to ob tain any of t he i r j obs . F1ive 
coopera tive retail graduates a nd f our 
non-cooperative retail . gro.duates took e mployment 
tests. 
4 . Of t he cooperative re t ail graduat es employed 
full•time, 52, or 83 . 9 per cent , were e ngaged in 
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the distributive occupations ; 8 1 or 12.9 per cent, 
in the industrial occupations; and 2, or 3.2 per 
cent, in the offi ce occupations . 
5. Of the non-c oopE?rat ive retail graduates empl oyed 
full•time, 29 , or 50. 9 per cent , were engaged in 
t he distributive occupati ons ; 16 1 or 28 .1 per cent, 
worked in the industrial occupations; nine, or 15.8 
per cent, were employed in the off ice occupat i ons; 
and three, or 5.,2 pe r cent, had jobs in other 
occupations. 
6. The duties performed by t he boys in the cooperative 
retail group in t heir fi rst, full-time jobs ~ere, 
according to freque ncy of ment ion: sales clerk, 
assistant buyer, counter .. ma.n, wind ow dresser , 
case man, cashier, checker, traveling salesman , 
machine operator, store shipping clerk, factory 
sh i pping clerk , and s~ock clerk. The duties 
performed by the girls 1.n the cooperative retai l 
group in t he i r f i rst, full-time jobs were , according 
to frequency of mention: sales c lerk, machine 
operator, office clerk, assistant buyer, and 
hostess. 
7. 'l'he duties performed by the boys in the 
non-c ooperat ive re tai l group in their fi rst, full-
time jobs were, according to freque ncy of mention: 
sales clerk, machine operator, musician, moulder 's 
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helper, refrl ;,erator service rnan, factory s h i pping 
clerk, service station attendant, steeplejack, 
stock clerk, traveling sale sman, fact ory ut- l ity 
man, and wlndow dresser . The duties perf orme by 
the girl s i n the non~cooperative retai l group in 
their fir s t , full-time jobs we re, acc ording t o 
frequency of mention: sales clerk, factor y worker , 
bookkeeper, offi ce clerk, cler k ... receptionis t , 
stenographer , and 'l:aitress . 
8 . Based on average fi gures , the wee kly salary earned 
by t he boys i n the cooperative reta1.1 gr oup r anged 
from ~~30 as a b e ginning salary to ~:·35 as the 
highest salary ; the weekly salary of the girls in 
this group ranged from $20 a.s a be ginning salary t o 
$23 as the h i ghest salary. 
9 . Based on average fi gures, the weekly sal ary earned 
by the b oys i n t he non- cooperat ive retail group 
r a.n:>ed from $2'7 .24 a.s a be ginning sal ary t o f'32 as 
the highest salary ; the weekl y salary of the girls 
:ln this group ranged from $22 " 25 as a begi nnin · 
s a lary to ~~26 as the highest sa l ary. The ma jority 
of the i rls in t he non - cooperative retai l group 
worked in factories a nd offices, and because of the I 
high wages paid for such work during the war a nd I 
post-war periods , these girls had a slight advant age 1 
======ll=======o=v=e=r= t=h=e= g=i=r=l=· =s in the cooper ative r etail group in +=== 
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regard to earnings. During normal times, such a 
condition doe s not prevail. 
G. Most Recent Vocational Activities 
1. The analysis of the most rece nt vocational 
activities of t he cooperative retail graduates 
revealed t hat 4'7, or 72 .. 3 per cent, of these 
graduates were worki ng full•time; 10, or 15.4 per 
cent, v1ere housewives, t .wo o.f whom were also \'forking 
full•time i n business; five , or 7.7 per cent, ere 
unemployed. The vocational activities of the 
remaining graduates in thi.s group included part-
time attendance at school, and full -time atte ndance 
at school. 
2. The analysis of tho most recent vocational 
activities of the non- cooperative retatl graduates 
revealed that 39 , or 58 .2 per cent, of these 
graduates were working full -time; 10, or 14.9 per 
cent, were unemployed; nl ne, or 13. 4 per cent, were 
attending school full-time . The vocati onal 
ac t ivities of the remaini ng graduates. in this group 
i ncluded part - time work, housekeepi ng , part ... time 
attendance at school, and membership in the 
armed services. 
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H. Evaluation of Retail Instruction ~_._______ -- . 
1. The four subjects of the cboperative retail selling 
program which had been of greatest value t o the 
graduates were salesmanship , personal development, 
store arithmetic, and store English. 
2. The three methods of i nstruction considered most 
effective by the graduate s of t he coopera t ive 
retail selling program were teacher demonstrations 
a nd lectures, discussion of · student work problems, 
and demons t ration sales. 
3. The two divisions of t he non-cooperative retail 
course considered of greatest value by the 
non-cooperative retail graduates were selling , 
and the principles of display. 
I. Evaluation of High School Trainin6 .!..!! General 
1. The t hree h i gh school subjects of great est value to 
t he cooperative retail graduates were English, 
arithmetic, and salesmanship. 
2. T.he three h i gh school subjects of greatest va l ue t o 
t he non•cooperative retail graduates were retail 
merchandisi ng , English, a nd arithmetic . 
I 
3. 'l'he sub jects most fre quently mentioned by b oth the 
coope rative and the non-cooperati ve retail 
gr aduates as t h ose not studied but for which a need 
had since been fe l t were t ypewri ting , shorthand, 
and accounti ng. 
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4 . Only 10, or 6. 5 per cent , of the cooperative 
retail graduates indicated t hat t h ey had 
difficulties i n any of their jobs becau se of lack 
of preparat.ion in sch ool subjects. According to 
frequency of mention , the difi'i cult i es 
experienced pertained to mathematics, typing , 
cash re gister operat ion, a nd salesmanship. 
5 . Eightee n , or 26 . 9 per. cent, of the non-
cooperat ive retail graduates indicated that they 
had difficulties in their jobs because of lack 
of pr eparation in school sub jects. According 
to frequency of mention, the diffi culties 
experienced pertai ned t o cash register operation, 
mathematics, .salesmanshi p , typing, and Engl ish. 
J. Suggestions .for Imi?rovins Instruction in Retai l ing 
1. Twenty~one, or 32 . 3 per cent, of the cooperative 
retail graduates made suggestions f or the 
i mprovement of instruction in the cooperative 
retai l selling program; and 15, or 78 . 9 per cent , 
of the suggestions made dealt with the general 
enrichment and extension of the program. 
2. Fourteen; or 20.9 per cent, of the non-cooperative 
retail graduates made s uggestions for the 
improveme nt of instruction in t he non- cooperative 
retail course; and six, or 54. 5 per cent , o.f the 
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suggestions made lnfticated the need for em.phasiz ing 
the vocational as9ects of the course . 
Recommendati ons for Improv ing 
Retail Training 
1 . As a phase of the f ormal guidance program, \hich i s 
presently being inaugurated at Lowell High School, a 
determine d effort should be made to make more 
scientific t he students ' selection of the study of 
retail ing. Their selection should be based upon t h eir 
interest in, aptitude for, and ability to profit 
from the study. 
2 . A community survey should be conducted to determine 
not onl y the job opportunities in distributive 
occupations available to h i gh school graduates, : oth 
b oys and girls, but also the extent to h ich the 
loca l merchants coul d and would cooperat e in an 
expanded c ooperative retail selling pro . ram. 
3 . If expansion of the coopera~ive retail selling progr am 
is consld·ered f~asible, <.~onsideration shoul d be .·iven 
to th~ es t&bl:ishment of a separate program f or b oy s; 
their interests and t he jobs f or ~hi ch t hey are 
preparing are cor1siderabl y different from those of 
4. Because of the de finite vocational aspects of th.e 
non- cooperative retail course, h omogeneous grouping 
of the students sh ould 'be instituted. rn eventh- and 
twelfth- gr ade students sh ould not be taught in the 
same class •. 
5 . On t he eleve nth - grade level, the non-cooperative 
retail course could function best as t h e basic course 
in t he preparatory curriculum for t he cooperative 
retail selling program. 
6 . On the twelfth- grade level, the non-cooperati ve retai l 
course cou l d serve as the alternative courae to the 
cooperative re t ail selling program. 
7 . The non-cooperative retai l course, especially as 
offered to twelfth-grade stiudents, should be made more 
vocational in character . Closer coordinati on shou l d 
exist be tween the classroom and the community; and 
job placement sh ould be promoted •. 
8 . Additional equipment should be provided . Cash 
registers coul d be u.sed to make sales training more 
realistic a nd e f f ecti ve . Audio-visual equi ment 
could be used to grea t advantage . 
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APPENDIX 
APPENDI X A 
1949-1950 
LOWELL HIGH SCHOOL 
HOME ROOM ... ... ............ NAME ..... .. ..... .. .... ... .. ... .. .. ... .. .... .................. .. .. ....... .. .... .. ... ...... . . 
(Last name first. Please print.) 
Date of Birth .... ... ...... ... ..... .. . .. .. ....... ... ........ . .. ...... .. .. . 
List of Studies 
approve the following selection of studies for the year 1949-1950. 
Signature of parent or guardian ................ .. ............ . 
Address ... 
First Year 
Course 
Subject 
English 
Cr. 
Second Year 
Course 
Subject 
English 
Cr. 
Third Year 
Course 
Subject 
English 
Cr. 
I select the following 
subjects for the year 
beginning Sept, 1949. 
...... .. ....... .... ...... Course 
Subject 
English 
Cr. 
l-----------------1-------------l-----l-------------l-----l-----------------
1----------- -----1------------1----1------------1---- -------- ---
1------l-----1---------l-----l-----------'l---- --------------
------------1----
1-----------1---·1--------1----- ----------1---- -----------1----
Phys. Ed. Phys. Ed. Phys. Ed. Phys. Ed. 
Cr. for year Cr. for year Cr. for year Cr. for year 
Total Credits Total Credits Total Credits 
Are you preparing far a higher institution? 
If so, please state the name .................... .... .. .... .... .. ........ .. ....... .. ....... .. .. .. ...... .. .. ... .. ..... ... .. 
I expect to be graduated from High School in June, 195 . 
NOTE--Pupils entering from .other schools with advanced standing will write the name 
of the school last attended in the appropriate column. 
Signature of the pupil .... ......... .. ....... ..... .............. ... ... .. .... .... .. ..... ........ .. .. .... ............... .. ..... . 
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College Preparatory 
*English I 5 
*Algebra I 5 
*Latin I 5 
*Ancient History 5 
Debate 1 
Public Speaking I 1 
*Physical Education 1 
*English II 5 
*Algebra II• 2Y, 
*Geometry 5 
*Latin II 5 
*French I or 
Spanish I 5 
•social Studies 
Concepts0 2Y, 
Debate 1 
Public Speaking II 1 
M-Physical Education 1 
*English III 5 
*College Mathematics 5 
*Latin III 5 
~French II or 
Spanish II 5 
Aeronautics I 5 
Debate 1 
Dramatics I 1 
*Physical Education 1 
*English IV 5 
Senior Math.7 2Y, 
*Latin IV 5 
.,.. French III or 
Spanish III 5 
College Biology; Col-
lege Chemistry, or 
College Physics may 
be taken in place 
of a language 5 
*College U. S. History 
and Government 5 
Aeronautics II 5 
Power _ Plants 5 
Radio Code 5 
Debate 1 
Drama tics II 1 
*Physical Education 
1 or Y, 
LISI' OF STTJDIES 
College Preparatory 
Commercia~ 
This course is recom-
mended as preparation 
for entrance to the Col -
lege of Business Admin-
istration or the College 
of Practical Arts and 
Letters of Boston Uni-
versity. 
*English I 5 
*Algebra I 5 
*La tin I or French I 5 
*Ancient History 5 
Debate 1 
Public Speaking I 1 
*Physical Education 1 
*English II 5 
*Algebra · II0 2Y, 
*Geometry 5 
*Latin II, French II, 
Spanish I, German I 
or Biology 5 
*Accounting I and 
Typewriting I 3Y, 
Debate 1 
Public Speaking II 1 
*Physical Education 1 
*English III 5 
*Choose one of the 
following electives: 5 
La tin III, Fo·ench III; 
German I or II, 
Spanish I or II 
1Physics, Biology 
or Medieval and 
Modern History 5 
•u. s. History 
and Government 5 
*Accounting II or 5 
Stenography I and 
Typewriting II 7Y, 
Aeronautics I 5 
Debate 1 
Dramatics I 1 
*Physical Education 1 
·•English IV 5 
*Choose two of the 
following electives: 10 
Latin IV, German II, 
Spanish II or III, 
Chemistry or 
Astronomy and 
Geology 
English History 5 
*Accounting III or 5 
Stenography II 
and Typewriting III 7Y, 
Aeruna u tics I I 5 
Power Plants 5 
Radio Code 5 
Debate 1 
Drama tics II 1 
*Physic~! Education 
1 or Y, 
Stenography 
*English III 
Applied Math.2 
Language 
IPhysics or 
Chemistry 
*U. S. History and 
Government 
Special Foods 
Accounting II 
•·stenography I 
~Typewriting II< 
Economics 
Debate 
Dramatics I 
*Physical Education 
*English IV 
Chemistry 
Special Clothing 
Red Cross 
*Stenography II 
*Typewriting III" 
S ecretarial Account-
ing and Law 
-~~-secretarial Training 
H utnan Relations 
Debate 
Dramatics II 
*Physical Education 
Commercial Courses 
*English 1 5 
*Busirtess Arithmetic 5 
*General Science 5 
*Civics and Hygiene 
(for boys) 5 
*Foods ! 4 2~ 
*Clothing I• 2Y, 
Debate 1 
Public Speaking I 1 
*Physical Education 1 
*English II 5 
Latin, French, 
Spanish, German 5 
Biology 5 
*World History 5 
*Accounting I and 
Typewriting I 3Y, 
*Consutner Goods and 
Economic Geography 5 
Debate 1 
P ublic Speaking II 1 
*Physical Education 1 
Accounting Retailing 
5 *English III 5 *English III 5 
5 Applied Math.• 5 Applied Math.2 5 
5 Language 5 Language 5 1Physics or 1Physics or 
Chemistry 5 Chemistry 5 5 
*U. S . History and •u. S. History and 
5 Government 5 Government 5 
5 Special Foods 5 Special Foods 5 
5 *Accounting II 5 Accounting II 5 Typewriting II • 20 5 Typewriting II' 2Y, 
2Y, lvferchandising 5 • n1erchandising 5 
5 Economics 5 
1 Debate 1 
1 Dramatics I 1 
1 *Physical 
Education 1 
5 *English IV 5 
5 Chemistry 5 
5 Special Clothing 5 
5 Red Cross 5 
5 *Accounting III 5 
27'2 *Office Practice4 
*Business Mathe-
2Y, 
5 tnatics and Law 5 
5 II uman Relations 5 
5 Debate 1 
1 Dramatics 1 
1 *Physical Education 
1 or Y, 
Economics 
Debate 
Dramatics I 
*Physical 
Education 
Cooperative 
Reta il Selling 
5 
1 
1 
1 
English IV 5 
Salesmanship 5 
l\1erchandise 
Information 5 
Economics of 
Retailing 5 
Color, Line, 
Design 1 
1 or% 
(Required laboratory 
work for above 
course.) 
United States History a nd Govern ment is requ ired by law and a 
passing grade must be obtained by every candidate for a diploma. 
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General 
*English I 5 
*Practical Math. 5 
*La tin I, French I 
or l;panis h I 5 
General Science 5 
Hyg iene• (boys) 2Y, 
Civics6 2!12 
Foods I• 2Y, 
Clothing I • 2Y, 
Art I< 2Y, 
'Manual Training 1 5 
Debate 1 
Public Speaking I 1 
•·Physical Education 1 
*English II 5 
*La tin II, French II 
or Spanish II 5 
Latin, French, 
Spanish , German, 
Greek, Italian 5 
Biology 5 
*World History 5 
Foods II' 2Y, 
Clothing II• 2Y, 
Art II• 2Y, 
Manual Training II 5 
Debate 1 
Public Speaking II 1 
*Physical Education 1 
*English III 5 
Applied Math.2 5 
Latin, French, 
Spanish, German, 
Greek, Italian 5 
1Physics 5 
Diology 5 
Hygiene and 
Phys iology 5 
U. S . History 
and Government 5 
Special Foods 5 
Art III• 2Y, 
Aeronautics I 5 
Debate 1 
Dramatics I 1 
*Phys ical Education 1 
*English IV 5 
News Writings 5 
Latin, French, 
Spanish, German 5 
Chemistry 5 
P hysics 5 
•u . S. History 
and Governtnent 5 
Special Clothing· 5 
Red Cross 5 
Art IV• 2Y, 
Aeronautics II 5 
Power Plants 5 
Radio Code 5 
Human Relations 5 
Debate 1 
Drama tics II 1 
*Physical Education 
1 or Y. 
Manual Training, 
*English I 5 
*Practical Ma th. 5 
*General Science 5 
*:Manual Training 1 5 
Debate 1 
Public Speaking I 1 
*Physical Education 1 
*English II 5 
French, Spanish, 
Greek, Italian 5 
Biology 5 
World History 5 
*Manual Training II 5 
Debate 1 
Public Speaking II 1 
*Physical Education 1 
*English III 5 
Applied Math .• 5 
French, Spanish, 
German, Greek, 
Italian 5 
' Physics 5 
U. S . History 
and Government 5 
-~ 1\lanual 
Tra ining III 5 
Debate 1 
Dramatics I 1 
*Physical Education 1 
*English IV 5 
French, Spanish 
or German 5 
Chemis try 5 
Astronomy and 
Geology 5 
•u. S. History 
and Government 5 
*11anual 
Training IV 5 
Huma n R ela tions 5 
Debate 1 
Drama tics II 1 
*Physical Education 
1 or }'S 
Home Economics 
Foods and Clothing 
may be elected by 
pupils in any course . 
*English I 5 
*Practical Math. 5 
Genera l Science 5 
{ 
*Foods I• 2Y, 
*Clothing P 2Y, 
(double period) 
Art I• ' 2Y, 
Debate 1 
Public Speaking I 1 
*Ph ysical Education 1 
*English II 
Latin, French, 
Spanish, Greek, 
Italian 
Biology 
W orld History 
{ 
*Foods II• 
*Clothing II• 
(double period) 
Art II• 
Debate 
Public Speaking ll 
*Physical Education 
*English III 
Latin, French, 
Spanish, Greek, 
Italian 
'Physics 
Biology 
Hygiene and 
Physiology 
U. S. History 
and Governtnent 
*Foods III• 
*Clothing III• 
Art III< 
Debate 
Dramatics I 
*Physica l Educa tion 
5 
5 
5 
2Y, 
2Y, 
2',/, 
1 
1 
1 
5 
5 
5 
5 
5 
2Y, 
2Y, 
2Y, 
1 
1 
1 
*English IV 5 
News W riting8 5 
La tin, French 
or Spanis h 5 
Chemistry 5 
Astronomy and 
Geology 5 
*U. S. History 
and Government 5 
*Foods IV• 2Y, 
*Clothing IV• 2Y, 
Red Cross 5 
Art IV• 2Y, 
Decorative Art 5 
H uman Relations 5 
D ebate 1 
Dramatics II 1 
*Physical Education 
1 or Y, 
1 Open only to pupils who have had Algebra or General Science. 
2 Not open to pupils who have t aken Algebra II or Geometry. 
4 38 weeks, 5 periods per week-2~ credits. 
e 19 weeks, 5 periods per week-2}4 credits . 
" 38 weeks, alternate days-2~ credits . 
a Open only to seniors who have received a B in English. 
9 Not required if General Science has been passed. 
State Teachers 
College 
Four full subjects 
should be taken each 
year. 
*English I 5 
*Algebra I 5 
Latin, French 
or Spanish 5 
General Science 5 
*Ancient History 5 
Civics• 2Y, 
Debate 1 
Public Speaking I 1 
*Physical Education 1 
*English II 5 
*Algebra II0 2Y, 
*Geometry 5 
Latin, French, 
Spanish, German 5 
*Biology• 5 
*Social Studies 
Concepts• 2Y, 
Debate 1 
Public Speaking II 1 
*Ph ysical Education 1 
*English III 5 
Latin, French, 
Spanish, German 5 
'Physics 5 
H ygiene and 
Physiology or 
Medieval and 
Modern History 5 
U. S. History 
and Government 5 
Special Foods 5 
D ebate 1 
Dramatics I 1 
*Physical Education 1 
*English IV 5 
Latin, French, 
Spanish , German 5 
Chemist ry 5 
Astronomy and 
Geology 5 
*U. S. History 
and · Government 5 
English History 5 
Special Clothing 5 
Red Cross 5 
Normal Art 5 
Debate 1 
Dramatics II 1 
*Physical Education 
1 or Y. 
Scientific or 
Textile 
*English I 5 
*Algebra I 5 
*Latin I 5 
*Ancient History 5 
Debate 1 
P ublic Speaking I 1 
*Physical Education 1 
*English II 5 
*Algebra II• 2Y, 
*Geometry 5 
*Latin II 5 
*French I, German I 
or Spanish I 5 
*Socia l Studies 
Concepts• 2Y, 
Debate 1 
Public Speaking II 1 
*Physical Educa tion 1 
*English III 5 
*College 
Mathematics 5 
*French II, German 
II or Spanish II 5 
*College Chemistry 5 
Mechanical 
Drawing 5 
Aeronautics I 5 
D ebate 1 
Dramatics I 1 
*Physical Education 1 
*English IV S 
Senior Math .• 2Y, 
*Solid Geometry7 2~ 
*Trigonometry7 2}12 
*College P h ysics 5 
f}College U. S. llistory 
· And Government 5 
Aeronautics II 5 
Power Plants 5 
Radio Code 5 
Debate 1 
Dramatics II 1 
*Physical Education 
1 or }12 
, 
MUSIC 
CHORUS: Ope n to approved second, th ird, and fourth year pupils; one pe riod each 
week= Y2 credit. 
ORCHEST RAL: Open to approved pup ils; two periods each week= 1 credit. 
MILITARY BAND: Open to approved pupils; two periods each week=l credit. 
IMPORTANT REQUIREMENTS FOR A DIPLOMA 
1. 75 credits and 4 years' attendance are required for a diploma. 
2. To be classified 
. a . As a senior, 55 credits must be earned by the close of the junior year. 
b. As a junior, 35 credits must be earned by the close of the sophomore year. 
c. As a sophomore, 15 credits must be earned by the close of the freshman year. 
3. Subjects marked with asterisk are required; others are elective. 
4. PHYSICAL EDUCATION is required of all pupils, in every course, every year. 
5. UNITED STATES HISTORY AND GOVERNMENT IS REQUIRED BY LAW AND A 
PASSING GRADE MUST BE OBTAINED BY EVERY CANDIDATE FOR A DIPLOMA. 
6 . PUPILS ARE HELD RESPONSIBLE FOR COMPLIANCE WITH THE ABOVE RULES, 
AND DIPLOMAS WILL NOT BE GRANTED TO PUPILS WHO HAVE FAILED TO 
MEET THESE REQUIREMENTS. 
GENERAL DIRECTIONS TO BE READ BY ALL PUPILS 
BEFORE MAKING OUT LIST OF STUDIES 
· 1. All who expect to enter the Lowell High School in September must fill in the blank 
on the opposite side, indicating the studies to be taken for the next school year. Be accurate 
in all your statements . Far example, do not record "French" when you mean French I or 
French II. 
2. Write legibly and in ink. 
3. In recording your selection of studies, write your s·ubjects in the same order as that 
in which they appear in the folder. You will find the order in general, English, Mathematics, 
Classical and Modern Languages, Science, History, etc. 
4 . Record all subjects, including Physical Education, Public Speaking, Dramatics, and 
Music, passed each year, and credits received in each subject. Total credits received. 
A "credit" is one prepared recitation a week for one year. One 
unprepared recitation a week for one year counts Y2 credit. 
Two unprepared recitations a week for one year count 1 credit. 
5. Fill in ALL subjects studied during the present year, marking the credit for subjects 
you are passing on the May report, and marking a zero for subjects you are failing on the 
May report. Do not total credits. 
6 . Write in the last column of the List of Studies subjects elected for the coming year 
with credits. Do not total credits. 
7 . D indicates a pass ing mark without permi ss ion to continue the subject the foll owing 
year. For example, do not elect French II , if your final mark in French I is D. Thi s rule 
applies to College Preparatory English. 
8. A reviewed subject is one which you have already passed a nd for which you hove 
obtained credits. If a subject is reviewed, write "Rev." before it on the blank and put zero 
in the space for credits. 
COLLEGE, STATE TEACHERS COLLEGE, SCHOOLS OF NURSING 
AND SCIENTIFIC SCHOOLS 
1. Candidates for the above schools must state what school they expect to enter. 
2 . If any language is to be offered for certified credit, at least two years of the same 
language must be completed. First year Algebra and Geometry do not meet College Entrance 
req uirements in Mathematics. 
3. College and Scientific Schools. 
Pupils are reminded that the requirements of the different colleges vary. If 
uncertain as to the subjects required for your college, and method of admiss ion, consult 
the Office . 
4. State Teachers College Candidates. 
To fulfill State Teachers College requirements satisfactorily, a candidate must 
have completed 15 units of work exclusive af Music, Public Speaking, Dramatics, and Physical 
Education. In order to e nter State Teachers College without examination, a student must 
receive a grade B or higher in three years of English, in U. S. History, in one year of Science, 
in one year of Algebra, in one year of Geometry, and in ather subjects to the value of 5 un it s. 
5. Candidates for Schools of Nursing in Massachusetts should take the College Preparatory 
Course and must prese nt for admiss ion to such schools 16 units of work includ ing 4 years of 
English, 2 units of Science, 1 unit of Mathematics, 1 unit of History, and 8 units of elective 
work. 
A "unit" represents a full year's work in a subject. 
APPENDIX B 
D:C:SC !P·'l'IVE t~.AFte;'l' 
. 
LO:WELL HIGH SCHOOL'S 
NOW 
YOU 
CAN 
EARN 
WHILE 
LEARNING 
DISTRIBUTIVE EDUCATION'S COURSE IN 
"COOPERATIVE RETAILING" SPONSORED BY 
THE DEPARTMENT OF VOCATIONAL EDUCATION 
VINCENT M. McCARTIN, Supt. of Schools 
RAYMOND E . SULLIVAN, Headmaster, Lowell High School 
WALTER J. MARKHAM, Director of Vocational Education 
"THERE IS NO SUBSTITUTE FOR ACTUAL EX~PERIENCE" 
NOW 
YOU 
CAN 
EARN 
WHILE 
you can prepare for a life-time CAREER in 
MERCHANDISING in the "COOPERATIVE 
RET AILING" COURSE offered for Seniors at 
LOWELL HIGH SCHOOL. 
will be selected for the right type of pos1t1on, 
and then carefully taught by your Teacher-Co-
ordinator and your Employer. 
you select any other course for your Senior year 
that will give you such definite training? 
several hundred dollars during your Senior year, 
and be placed in a permanent position upon 
Graduation. 
you are "On-the-job" you will be making many 
business and personal contacts which will be 
most valuable to you in after school life. 
LEARNING how to work in the actual working world can 
only be done by doing it. NO OTHER HIGH 
SCHOOL COURSE OFFERS YOU SUCH 
OPPORTUNITIES FOR YOUR SENIOR 
YEAR. 
WHO IS ELIGIBLE TO TAKE ADVANTAGE OF 
THIS COURSE? 
Any Lowell High School student who has successfully com-
pleted his or her Junior year, who is over 16 years of age, and m 
good physical condition, is eligible to apply for the course. 
As the number applying for admission to this course will be 
large, selection will be made on previous high school records. 
LOUISE BARROWS 
Employed at 
Bon March e 
GIA LIMPERIS 
Employed at 
Cherry & Webb 
MARTHA BOUTSELIS 
Employed at 
A. G . Pollard 
GUY D UMAIS 
Employed at 
Bon l>darche 
~r t-t E Y o t o t ~r 
Sonze of the Class of )48 
HELEN LANGTRY 
Employed at 
Bon Marche 
MILDRED PAGE 
Employed at 
S. S . Kresge Co. 
THERESA ST. HILAIRE 
Employed at 
Gagnon Co. 
ALFRED LAWRENCE 
Employed at 
A. G. Pollard Co. 
I 
The Students at Lowell high school are fortunate that their 
school is one of the .few h igh schools in the Commonwealth of 
Massachusetts that offers to them a course in "Cooperative Re-
tailing". 
All students accepted for this course are trained in all phases 
of Merchandising and Retailing, by actual working assignments in 
the business establishments of our city, and by classroom work in 
such related subjects as: Business English, Store Mathematics, 
Color, Design, Textiles, Non-Textiles, Advertising, Display, Fash-
ioning, and the Economics of Retailing. 
The school day in this course consists of classroom instruction 
until 11: 00 A.M., then "On-the-job" training, at regular wages, in 
cooperating retail establishments until closing time. 
All students in the course must work at least 600 hours during 
the school year in one of the cooperating establishments. Most 
students have worked 1000 hours or more this past year. 
Some of the students in this year's class have earned over 
$500.00 in wages. Most of the students average $20.00 per week. 
All students who complete this course are basically equipped 
for a successful CAREER in Merchandising and many of its related 
fields. 
All of the cooperating establishments are most interested in 
this course, because from the Graduates of this course will come 
many of their future Buyers and Executives. 
Remember no other course offered for your Senior Year can 
give you such practical training and preparation for your future. 
For further information consult Miss Claire Quigley, Teacher-
Coordinator, Room 334, Cooperative Retailing Course. 
Sponsored by the Department of Vocational Education, 
Walter J. Markham, Director. 
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A .. PENDIX C 
COOPERATIVE RE'l' AIL SEJ ... IJIUG CLASSROOM 
; 
APPEND1X D 
CHECKLI ST 
Follow-Up Study of the 19L~3-l9ll9 Graduates 
Of Lowe ll High School 
Who Studied Reta:i.1inf i n ' r~1eir Senior Year 
l-Tatle 
--~L-a_s_t~------~F~i~r-s~t--------- Middle 
Ao Ple ase che ck answers to the following : 
0 1aide:J. l~ame) 
1. S:i.nrle llarried Widowed 
2 . ':ihe..t are you doing a t the ) r8sent ti_m_e..,.?--
Class 
107 
Age 
a ,. UneC:n loye d c. ·,vorking full time e. In Armed Services 
· b . ~Iousewife -- d. '!Jorking part time= f. Going to school 
B. If you have attended any othe~ schools since graduatinc from Lowell 
High :~ :. c ~1ool P lease list: -~ --~-}}~~;- _ cl:~~~}i~o1_s __ 1i ___ fi_~_l_c:l _  ~f _ §~~.4Yr~~-i-~Ye..~i.g_g _~- ----- -P-~J~-~-~~=p:~egr~~ ~ ~ I t le I l i : .. ·- --- ··· -· ·-···-·· · -··-- ······· --·- - --·--· --· ······ ·······-··--··--- ---·- - -------- t--·--+---- - ·--"--1--- ···---- - · ·- ..__ ____ ___ _ 
I I i ! I 
__ ?_~----- ----- · ·· --------- __ L _____ - ------ _J_ ~--·--··-· ·-----l-----··-
c. If a ve t eran, p leas e list: 
1. Dates of Service 2 • .Branch~--- 3. Hichest Ra ting 
'-.----
. ' 
J 2 108 
G. Please chec,~ ( ) the !!19.§1 important reasons for your selection of 
Retailing iri your senior year: 
1. Guidance and counseling offered by: 
a. ( ) Dean of Girls 
b. ( } Horne room teacher 
c. ( ) Classroom teacher of Retail Merchandising 
d. ( ) Friends who took the course in previous years 
e. ( ) Friends who were to take the course with you 
f. ( ) Businessmen at group meetings and assemblies 
g . ( ) Parents 
h. ( ) Others: (Specify+-),..._-------,--~-
2. { ) Opportunity to earn while learning (part-time work) 
3. ( ) The earning of diploma credits 
4. ( ) Your interest in retailing as a career 
5. ( ) Others: (Specify) __ __,_..._ __ _ 
H. During the time the coursliJ was taken, what was the extent of your 
int erest in retailing? 
1, ( ) Little, if any 
2. ( ) J'.1oderate 
3. ( ) Great · 
I. After completing the course, what was the extent of your interest 
in retailing? · 
1. ( ) Little, if any 
2 . ( ) Moderate 
3. ( } Great 
J. If you were enrolled in the Cooperative Retail Selling Program, 
please check the following: 
1. What three phases of the study 
a. ( ) Personal Development 
b. ( ) Color, Line, Design 
c. ( ) Economics of Retailing 
d. ( ) Salesmanship 
e. ( } Advertising and Display 
have proved most valuable? 
f. ( ) Store English 
g. ( ) Store Arithmetic 
h, ( ) Textiles 
i. ( ) Non-Textiles 
2. Wha t three methods of instruction were the most eff~ctive for 
you? 
a. ( ) Discussion of s tudent f. ( Field trips to business 
work problems g. ( .Textbook assignments and 
b. ) Teacher demonstrations their discussion 
and lectures h, ( ) Demonstration sales 
c . ) Written work on real i, ( ) Lectures and demonstra-
work situations tions by visitors 
d. ) Oral reports on out- j. ( ) Movies and slide films 
side work k. ( ) Use of merchandise 
e. Notebook proj ect s manuals 
l, ) Others: ( Specify) 
K. If you studied Ret a il Merchandising in your senior year, which two 
divisions of the subject have proved most valuable? Please check: 
1~ ( ) Setting Up The Store _ 5, ( ) Principles of Display 
2. ( ) Buying 6. ( ) Ret a il Control 
3 ~ ( } Selling 7, ( ) Opportunities and Require-
4. ( ) Retail Advertising ments in Retailing · 
3 
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L With reference to your part-time work (if any) during the senior 
year please check the following: 
1 . Did the work relate to retailing? Yes No 
2. Did you perform a variety of activitie~ Yes--- No 
3 - Did you receive cooperation and assistance frOffi: 
a . Your work supervisor? Yes No 
b Your co-workers? Yes No 
c. Your teacher? Yes No 
4 . Did your work seriously interfere with your participation in 
extra-curricula activities? Yes No 
If so, which ones? 
5 Was the part-time work of value in obtaining a full-time job? Yes· No 
6. Did you remain with the same firm after graduation? Yes No 
M. Did you have to take any test in order to secure any of your jobs? 
Yes No If answer is "yes"> please fill in the following: 
Type of Test Company That Gave Test 
I 
N. List any difficulties you had in any of your jobs because of lack 
of preparation in school subjects 
(Examples: use of cash register; closing of sale ) advising cus- . 
tomers as to color, line ; design; typing; use of mathematics, etc.) 
0 . List in order of frequency the duties you perform in your present 
job. TExamples-:-casniering, selling, buying , marking, typing , de-
l1vering . etc.) 
1. ______________ __ 3. _____________ 5. ___________________ ___ 
2. ____________ __ 4. _____________ 6. ______________ __ 
P. Please list in order _the high school subjects studied which were 
of greatest value to you. 
1 2. 3. _____________ __ 
(\ Please list in order the subjects studied which were of least 
-=-0 . 
value to you. 
1. 2. 3. 
R. What subjects did you not take in high school but for which you 
have since felt a need? 
1 2 3. 
S. For the benefit of future students who may select the Retail 
Selling Curricu~um ; do you have any suggestions for its improve-
ment? 
(Use other side if necessary) 
LET'f""m OF' TRA TSl.'ITTT AL 
Dear ~ 
-------
Lowell Hi gh School 
Lowell , -/Iassachusetts 
January 16 , 1950 
Approximately two hundred of the 1943-1949 
gradua tes of Lowell Hi gh School are being asked to help 
in t he study of our Retail Selling Curriculum. 
As one of t h e graduates selected, you can render 
your school and its f uture students a real service by 
fi lling in the e nclosed check list. This will take 
only a few minutes of y our time. 
The questions to be a nswered deal with your 
sch ool training and work experience. Your answers and 
s uggestions will be most helpful f or the improvement 
of instruction i n this fie ld, 
Your name will be used only for checking our 
list of returns, so feel free to answer all questions 
f rankly. 
We shall ereat l y appreciate your a nsweri ng the 
enclosed check list and r eturning i t i n t he enclosed, 
self ~addressed envelope a s s oon as possible. 
We wish to thank you in advance for your 
cooperation i n helping us to make this study. 
Enc . (2) 
Sincerely yours , 
Raymond A. Sullivan 
Headmaster 
Edward J .. Sullivan 
Teacher 
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Dear ______________ : 
APP1INDI X F 
FOLLOW•UP LErTEH 
Lowell High School 
Lowell, ~~1a.ssachusetts 
Pebrua.r y 10, 1950 
Last month , you, along with a p roxi mately two 
hundred other selec t ed graduates of Lowell Hi gh School, 
were asked to help in conducti ng a study of the Retail 
Selling d ivi sion of t h e Commercial Curr iculum by 
filling in and returning a check list pertaininD to 
y our training i n t h is f ield and your work ex .. er i ence. 
To date, the r es ponse of t he graduates has bee n 
very good, but, i n order to make t he study a definite 
success, a n even greater percent age of returns 
is necessary. 
Our records show that you h ave not returned t he 
check list sent you, and because your cooperation is 
re quired i f t he study is to be success f ul, I 
earnestly reques t your ass i stance . 
Since you may have mis placed the first check list 
se nt you, I am e nclosing another . Would you be so kind 
a s t o complete and return it i n t he enclosed self-
addressed e nvelope within a ""ee k"? 
I t hank you for your cooperation. 
Enc . (2) 
Yours truly , 
Edward J . Sullivan 
Teacher 
·I 
I 
I 
111 
